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330—(LEADER FIXTURES), Hi. E. Ca 
Edison Co., T: Ohio. C. Hoke, Archi 
—— MERIT AWARDS: Entries 163, 294, 381 


Maunttiple honors came to 

LEADER Fluorescent Lighting Fixtures in the 

1949 I.L.E. competation. Small wonder: LEADER 

lrendlcined leone wraiaue,  fixtures—soundly styled—lend themselves to in- 
a genious lighting treatments—the sort that win 
tails on LEADER'S prize-win- judges’ approval and the public’s applause. But, 
of LEADER sritewiening in addition to their adaptability, LEADER fix- 
a tures are precision-made—durable. (LEADER 
destaticized moulded-plastic louvers are an ex- 

ample). Such durability is a LEADER plus-value 

that wins not only the blue ribbons of the mo- 


ment, but those bestowed by Father Time! 


No matter what your particular interest in good lighting, it ts good sense 
to follow the LEADER. Let LEADER illuminating engineers light the way. 


LEADER Fixtures ———soia and installed only by the better electrical wholesclers end contractors. 


LEADER ELECTRIC COMPANY 
3500 N. KEDZIE AVENUE, CHICAGO 18, ILLINOIS 
est Coast Factory: 2040 Livingston, Oakiand 6, California 


Sl 


IE 


(Paint Store) . . . Harrison C. Burrall, 
Dayton Power & Light Co., Dayto 
Ohio. 


(Drug Store)... A. A. Aronson, 
Northern States Power Co., Minne- 
apolis, Minn. B. Perrson, Architect. 


<== 


Merit Award 331 


(Drug Store)... R. W. Gibb, Omaha 
Public Power Dist., Omaha, Neb. 


Wertt Award 324 
(Office and Display Room) .. . 
George H. Seiter and Ronald Camp- 
bell, Cincinnati Gas & Electric Co., 
Cincinnati, Ohio. 


Wert reward GOS) 
(Bowling Alley) . . . Lucian T. Kight 
and E. J. Dunlap, Duquesne Light 
Co., Pittsburgh, Pa. H 















WHOLESALERS-—!t pays you to have “De-Lays’ too 


Economy ‘De-Lays,” that is. Demand for them is in 
creasing, stimulated by advertisements like these on a 
regular, persistent schedule in magazines reaching your 





it PAYS 
to have De-Lays ! 


Customers 


te Farce ea ae M, 


Use Economy ‘‘De-Lay’’ Renewable Cartridge Fuses and Economy Renewal Links, and big loads 
like this will not be “hanging in the air’ because of unnecessary ‘blows’ in the circuits. 


“De-Lays that speed production 


For Delays that pay, use Economy ‘'De-Lay'’ Renewable 
Cartridge Fuses and Renewal Links. They are designed to 


prevent unnecessary "blows" in the 135°, and 200% range 





where most overloads occur. 


Your Electrical Wholesaler can supply you with ECONOMY 
''De-Lay'’ Renewable Cartridge Fuses and Renewal Links. 





Send for Latest Catalog 


3340 


ECONOMY “DE-LAY™ 


ECONOMY FUSE & MFG. CO. RENEWABLE CARTRIDGE FUSES and RENEWAL LINKS 
2717 GREENVIEW AVE. CHICAGO 14, ILL. 
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SQUARE D’s 


SATE 
SW 


*Types A, Cc and D 





Backed by AO years’ 


DESIGN LE 


his new switch lin 


e superiority of t 
features: 


The remarkabl 
and operating 


TYPE A design 


YLING is both functional checks of 


MODERN ST 
and attractive. 
COMPACTNESS obtained without 
of wiring convenience. 

INTERLOCK has attach- 
locks switch “ON” or 
2,3 or 4 padlocks of 


Ms 


sacrifice 
FULL COVER 
ment that 
“Orr” with 1, 
nearly any size or shape- 
SIMPLE MECHANISM quick make- 
and-break action — no dead center. 
SILVER-PLATED curre 
EXPOSED BLADES 


and D similar to 


usually high 


NON-TRACK 
bas 
nt-carrying parts. permi 
permit visual 
*T ypesC Type Ain appearance 
° 30 and 60 ampere sizes 

In production: Pe NO 


Wrute for Bulletin 3100 « Square D 


———y 





SQUARE D C 


switch operation. 
DEAD-FRONT line 
tected by hinged arc ¢ 
MAGNETIC ARC PLATE 


POSITIVE PRESSURE jaws and fuse 
clips, steel reinfore 


e. Melamine insulati 


REMOVABLE PRESS 
t substitution of sol 


where preferred. 


OMPANY CANADA LTD., T 


ADERSHIP 


e is reflected in these 


terminals are pro- 
‘hamber cover. 
adds to un- 


rupturing capacity. 





ed, silver-plated. 
ING insulation used in 
ng cross-bar. 


URE CONNECTORS 
der lugs, 


differ in construction details 


100 and 200 ampere sizes 
° OON 


Company, 


ORONTO * SQUARE D de MEXICO, S-A- MEXICO 





6060 Rivard Street, Detroit | 





Lorger ampere sizes 
..- LAT 


1, Michigan 


CITY, D.F. 
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CHANGE OF ADDRESS 


Director of Circulation, Electrical Wholesaling 
330 West 42nd Street, New York 18, N. Y. 


Please change the address of my Electrical Wholesaling 
subscription. 


Name .... , wich ks ere re 


Old Address.. 


New Address. 


New Company Connestion....... 


New Title or Position. 








CRESCENT SERVICE CABLES 
Employ 
ENDURITE 


deat Resting Jnsaulaton 


® CRESCENT Service Cables, sizes No.6 AWG and larger, 
| are insulated with a Type RH, Crescent ENDURITE super- 
aging, heat-resisting rubber compound of the best grade obtain- 
able that gives 20% greater current carrying capacity than or- 


dinary grade insulated service cable. 


) ® Service cable is the bottleneck limiting the amount of 
customer demand for all appliances, and future business for 


the contractors, dealers, wholesalers and power suppliers. 


® With CRESCENT SERVICE CABLE you get maximum 
load capacity, long life and value. Made in Type SE, Style U, 
as shown; Style A with a galvanized steel armor tape over the 


bare neutral conductor, and in Type SD, Drop Cable, Sizes 


ee ee 


+12 to =2 AWG in two and three conductors. 


wre toe 


€ 
Available Through 


Electrical Wholesaler 


CRESCENT 


| | WIRE & CABLE 
OF CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, N. J. 





Te OE ATE 









YEARS | 


EXPERIENCE / 
— 
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| § Questions and answers 
regarding the backbone of 
an electrical wiring installation 


ee 





Wlue When were CONDULETS first made 
Answer. In 1906 Crouse-Hinds Company introduced CONDULETS to the 
4 slioen electrical wiring industry. CONDULETS represented an entirely new 
i = ea *) idea in conduit outlets, totally unlike the outlet boxes and fittings previ- 


5 3 ously made. CONDULETS were destined to revolutionize electrical 
4 . i conduit installation practice. 


How the w CONDUI T rinate 
Crouse-Hinds new conduit outlets needed a name so the word ‘‘CONDULET" 
} } me, was coined, a contraction of ‘‘conduit" and ‘‘outlet."’ It is registered in 


/ 4 the U. S. Patent Office and designates a product made only by the 
; ) 4 ‘| Crouse-Hinds Company. 


are ‘ 


The older outlets were both unhandy and unsightly, while the new cast 
CONDULETS were streamlined, compact outlets that were handy to 
install and produced a neat appearing job. The oblong body with round 
ends suggested the name ‘“Obround”, which was applied to the first 
series of CONDULETS. 


There have been important refinements, but the basic design remains 
the same. The most notable improvement was the Crouse-Hinds 
Wedgenut fastener which provides a handy way to firmly attath the covers. 


; : . Forty-nine types. Sizes to fit !," to 6" conduits, with a wide selection of 

: interchangeable covers and wiring devices. 
F : . Obround CONDULETS were so well received by the electrical trade that 
| . a variety of other types followed in rapid succession. In fact, the 
CONDULET line has grown far beyond the original concept and now 
includes, besides the items needed for the usual conduit installations, 
a complete line of explosion-proof and dust-tight CONDULETS for use in 


industries where explosive gases or dust require special electrical 
safeguards, 


A ar 
v¥ 


Because all conduit threads are tapered and it makes an imperfect job 
if a tapered thread is screwed into a straight threaded hole. When using 
CONDULETS, the threads on the conduit firmly engage every thread in 
the hub, because both are tapered. This makes a rigid joint which will 
not loosen under vibration and also assures permanent ground continuity. 
Taper tapping is an important Crouse-Hinds feature. 


Fae RASA | IO 


73 nee 


CONDULETS have always been noted for the highest quality. They are 
scientifically designed in Crouse-Hinds Engineering Department and 
: carefully manufactured in a modern factory by skilled craftsmen from 
; a the finest material obtainable. Crouse-Hinds operates four separate 
‘ % / laboratories where trained technicians assist in the development of new 


ove 


' ee products and maintain a constant control over the quality of CONDULETS. 
; Type Cc 5 - More than 15,000 items constitute the present CONDULET line. Conduit 
20 Pelli ate | Condulet installations in all parts of the world are equipped with CONDULETS. 
-Broken-away view > WHE! AN | BUY CONDULET 

Showing (1) tapered . From the beginning it has been the Crouse-Hinds policy to have... A 

} _ threads, and (2) the Nationwide Distribution through Electrical Wholesalers. There is 


_ Wedgenut fastener one near you. 


a CROUSE-HINDS COMPANY 
SCONDULETS Syracuse 1, N.Y. 
LOODLIGHTS a Offices: Birmingham — Boston — Buffalo — Chicago — Cincinnati — Cleveland — Dallas — Denver — Detroit 


Houston — Indianapolis — Kansas City —Los Angeles — Milwaukee — Minneapolis — New York 


. AFFIC SIGNALS Philadelphia — Pittsburgh — Portland. Ore — San Francisco — Seattle — St. Louis — Washington 


Resident Representatives: Albany — Atlanta — Baltimore — Charlotte — New Orleans — Richmond. Va. 


RPO a LIGHTING CROUSE-HINDS COMPANY OF CANADA, LTD. Main Office and Plant. TORONTO. ONT 
4g 7 
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conduit footage ... Virtually eliminates the waste in materials 
and labor. 


Cuts installation time more than 50% under rigid conduit...Reduces 
Y No bending tools needed 


wv Easy to carry and handle 
i v4 
WwW No exacting measurements required Easy to fit—outlet to outlet 
vv No coupling or jointing 


VW No short pieces or waste 





Y Easy to cut on the job 
Y Easy to fish 








A FULLY GROUNDED 
STEEL CONDUIT SYSTEM 
You'll like the convenience AT MINIMUM COST 
and economy of NE FLEXSTEEL 
flexible conduit. Listed by 





Underwriters’ Laboratories, Inc. 


This rounded channel-iron shape adds strength 
Makes fishing easy over the roller-bearing surface. The spring action of 
FLEXSTEEL is an approved 
pull-in and pull-out system. 


the cold-rolled steel holds a true circular cross section under any bend. 


NATIONAL 


ELECTRIC PROOCUCTS 


Sold exclusively through electrical wholesalers 












National Electric 


PROOOCTS CORPVURBATION 
1302 CHAMBER OF COMMERCE BLDG., PITTSBURGH 19, PA. 
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Pole connection 
is simple and easy 





























FOR ECONOMY IN 
AERIAL SERVICE 


As a new development of time-proven construc- 
tion, RoPrene Secondary or Service Drop Cable 
consists of RoPrene (Neoprene) insulated power 
conductors, spiralled around a “'straight-away”’ 
neutral conductor for mechanical support. Here 
is simplicity in construction, economy of installa- 
tion, longer life under all weather conditions... 
plus the neater appearance of a single cable 
assembly compared to open wires. 


SELF-SUPPORTING 








SECONDARY 
and SERVICE DROP 
CABLE 








i 2 ‘ 2 oe ee et x 
= . 
= | ee SS 
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Service drop connection to house simplified with 
fittings and hardware commercially available. 





Photo courtesy Fargo Mfg. Co., Inc 


These advantages can be yours: 
Lower Cost 
Ease and Economy of Installation 
No Mechanical Stress on Power Conductors 
No Coverings to Rot and Festoon 
High Weather Resistance 
Reduced Maintenance 
Neat, Compact Appearance 
Versatility 


Write for more information and specification RS-4. See for yourself why, more 


and more, RoPrene Secondary and Service Drop Cable is becoming the accepted 


cable for overhead services. Available in a wide range of types and sizes. 
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Individual single-pole units... 
easier to add, remove or inter- I 
change than multiple units r 
@ l 
featuring ) 
( 
PUSH-BUTTON CONTROL and 
( 
AUTOMATIC PROTECTION for 
ELECTRIC CIRCUITS | 


N°“ But_Doc’s revolutionary, new Pushmatic gives you 
I positive finger-tip control and automatic protection 
against overload and short circuits! 

A push of the finger makes or breaks the circuit. There’s 
no resetting manually when the circuit is broken by short or 
overload. Just PUSH—and service is restored. 

Pushmatic is compact, sturdy, simple... the most versatile 
and flexible unit available today. It will meet every new or 
changing load condition. 

And Pushmatics are easy to install. There are no compli- 
cated group mountings ... individual single-pole units make 
additions and changes a simple matter. 

There are four types of Pushmatics: THERMAL ONLY, 
THERMAL MAGNETIC, or either of these types with 
AMBIENT COMPENSATING FEATURES. All are identical 
in size and contour, in ratings of 15, 20, 30, 40 and 50 amperes, 
120 V., 1 pole, or 120-240 V., 2 poles, AC. All are interchange- 
able for rating and type. 

Find out about Pushmatic’s outstanding features before 
you specify or buy any circuit breaker. 








DON’T BUY UNTIL YOU HAVE SEEN THE | 
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Cush matic 


NEW, BEAUTIFULLY STYLED LINE OF PROTECTIVE 
CONTROL CENTERS 


rP\HESE sensational, new ELECTRI-CENTERS, featuring 

Pushmatic, provide electrical control centers that are 
the last word in efficiency and protection. 

They are attractive, compact, simple ... easy to wire. 
There’s plenty of gutter room even in the smallest cabinets. 

With ELECTRI-CENTERS there are no fuses to buy, 
no complicated operations or installation techniques to 
remember. You get versatility and adaptability, ease of 
installation and operation never before obtainable in any 
panelboard. 

See the new ELECTRI-CENTERS at first opportunity, 
or send in the coupon today for Pushmatic Bulletin #493. 
This descriptive bulletin, liberally illustrated, contains 
complete information and prices on BullDog ELECTRI- 
CENTERS and the new Pushmatics. 


BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN e¢ FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 


Check these NEW Features 


@ Positive protection against overloads 
and short circuits 


@ Push “ON” and “OFF” for normal 
manual switching. Push “ON” after 
automatic tripping—no so-called reset 
position 


@ Trip-free of the handle 


@ All types and ratings interchangeable, 
quickly, easily 


@ Permanent calibration by amperes in 


one precision-formed part 


Functionally perfect! 


E LATEST AND FINEST 
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BullDog Electri-Centers 











HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 


eC ee wee cee owe we com we me we re ee ee es ee ee ee ee ee ee ee oe 


BULLDOG ELECTRIC PRODUCTS CO. 
Detroit 32, Michigan 


Please send me your Pushmatic Bulletin #493 giving full infor- 
mation and prices on your Pushmatic ELECTRI-CENTERS. 


Name 


Company 











| 
| 
| 








Sales story that 
hits ‘‘Shome’’ 
millions of times! 


mE FRED WARING 


_ RADIO SHOW 


| L mps VERY Thursday evening Fred Waring and a brilliant cast of 60 stars 
° aot 

Selling G-E a are reaching millions of homes from coast to coast to help you set 

new sales records with G-E Lampsand other General Electric products. 

ery Thursday It’s a bright, sparkling show that catches customers’ ears with good 

ev music, fun, and the cleverest commercials on the air, all aimed at bigger 

- r NBC profits for you. The Fred Waring Show is one of your best salesmen, 

evening ove with sales-talks that are sure to ring the bell on your cash register. 

t Hitch your wagon to Fred Waring’s 60 stars by making sure that 

coast-to-cods your agents keep plenty of General Electric Lamps displayed where 


customers can see them. This is your hit show ... working for you, 


| helping co make... GF LAMPS SELL ON SIGHT! 


GENERAL @@ ELECTRIC 
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GREATER SAFETY AND- FLIGHT REGULARITY. 
AT sort sheeted : 





... with 3 Billion Candle Power 
“ALL WEATHER GUIDE LIGHTS” 


powered through 


1AZARD’S KEYSTONE-HAZAPRENE CABLE 


) f the many important electrical advances made in airport lighting, 
power transmission and flight control at the New York International 
Airport, one of the most interesting is the “All Weather Guide 
Lights.” 

Designed to provide pilots with reliable visual guidance in adverse 
flying conditions, these high intensity approach and contact lights 
consist of 35 Blaze Units, 35 Flash Units — all controllable from the 
operational tower. 

One of the insulated wire and cable requirements at Idlewild High Intensity, Controllable, All Weather Guide 
served by Hazard is the power supply to these vital lighting aids, Lights at New York International Airport, Idlewild, 


and here Keystone-Hazaprene Cable is used. N. , = installed by Hoffman and Elias. Flash and Blaze 
For high voltage circuits, Hazard’s Keystone insulation effectively = Unt = pc Flash Units — - devel- 
combines in one oil base compound unusual resistance to ozone, heat, ee > oe eae ee ama prendnenmenth, may Po mag 
° ° . ° e ‘4 ’ ; Cc 5. 
moisture, sunlight, chemicals and acids. Protected with a Hazaprene rire “feelers” on top of each light discourage seagulls 


sheath (a Hazard-developed neoprene compound) — Keystone- 
Hazaprene Cable assures the long-lived, trouble-free service required 
from these lighting circuits. 

In planning electrical wire and cable needs for modern airports, 
you'll find Hazard’s engineering experience, outstanding insulations, 
and protective coverings will help you obtain the right answer to 
your particular operating conditions. For example, over twenty 
years field service under severe operating conditions has proved 
Hazasheath and Armortite Cable ideal for trouble-free, long-lived 
power transmission, communication and control circuits. Non- 
metallic sheathed, these cables are light-weight, quick and easy to 
install... are buried direct or run in conduits. Whatever your need, 
you can rely on Hazard Insulated Wires and Cables for long, con- 
tinuous, safe, trouble-free service. Our engineering service is avail- 
able without obligation. Hazard Insulated Wire Works, Division of 
The Okonite Company, Wilkes-Barre, Pa. 

4 By 


WAZARD *: . 


‘Insulated wires and cables for every electrical use 


from landing. 
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TEAMED UP FOR PROFITS=YOU AND “U. S.”! 




































































Here’s WHAT WE are poiNnG 
to tet, YOUR story to 


YOUR customers: 


Mr. Distributor, here’s one advertisement of a current series addressed 
to Electrical Contractors and Maintenance Men. This series tells top- 
ranking customers that Distributors render a multitude of services. 
U.S. Rubber Distributors carry the right kind of products—deliver at 
the right time. 

Your customers know that when you are teamed up with the U.S. 
Salesman, you are equipped to give them better service. They know you and 
the U.S. Salesman believe in helping the customer in dozens of unusual 
ways, that you do not believe service should stop when the sale is made. 

“U.S.” tells your customers about the quality of the products you 


carry ... products that are beyond competition. These include Laytex RU 
and RUW small diameter building wires, Royal Master Portable Cords 
and the Neoprene-jacketed Service Entrance Cables ... just a few of 


the many “U.S.” products with unique selling points. 

Get a bigger share of wire business—become a U.S. Rubber Dis- 
tributor. Write today to Electrical Wire and Cable Department, United 
States Rubber Company, Rockefeller Center, New York 20, N. Y. 


U.S. ELECTRICAL WIRES AND CABLES FOR EVERY PURPOSE 






PRODUCTS OF 


UNITED STATES 
RUBBER COMPANY 














ro MAKE 


NDS 














SS 


(A) Steel supporting channel; “(B) Rugged 
porcelain insulators; (C) Fibre insulator spa- 
cers; (D) Copper bus bar conductors. 


o.,. 
oe .0 


PLUGIN »<l BUS BAR JOINT 





All bus bars are 
hard drawn, round edge, rectangular copper 
of 98% conductivity. Joint contact surfaces 
are heavily ELECTRO-SILVER Plated. Brass 
jam bolts, with compression washers on each 
side, fit into elongated holes to permit con- 
traction or expansion at each jomt 








PAEEY 








From power source to machine, the most economical 
electrical path is Plugin (A Busduct! It saves time! It saves 
money! It saves electricity! 

Plugin Busduct provides a plugin outlet every foot of 
the way... permitting relocation and installation of machin- 
ery quickly. Mounted on ceilings, along walls, or even above 
baseboards, standard 10-foot lengths and special lengths 
can be arranged to fit any electrical requirement. Plugin 
Busduct eliminates costly temporary connections and 
expensive, long lead-ins ... permits a speedy change in 
plant or electrical layout without disrupting production... 
and reduces voltage loss to a minimum. 


Any way you look at it, Plugin (A Busduct makes ends 
meet... electrically, efficiently, and economically! 


Capacities: 225 to 1000 amps., 600 volts, 2-3-4 conductors, 


Write for Bulletin No. 701 or see your 
nearest (A) Representative (he’s listed in Sweet's) 


Frank e(dam Electric Co 


ST. LOUIS 13, MISSOURI 


Makers of BUSDUCT * PANELBOARDS © SWITCHBOARDS © SERVICE 
EQUIPMENT © SAFETY SWITCHES ¢ LOAD CENTERS * QUIKHETER 
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HERE'S THE STORY! By carrying only a small stock 
of standard parts, you can offer a complete line of 
Plug-In Distribution Panelboards! They can be assem- 
bled with any desired combination of fusible switches 
in a few minutes. No more waiting for factory assem- 
blies. And on top of that, the Federal Noark Flexunit 
Plug-In Distribution Panelboard gives you a bigger 
margin of profit, yet costs the user less! 

Four standardized surface cabinets in two sizes of 
main lugs (200 and 400 ampere), provide for a maxi- 
mum of: 


*& Twenty-four 30 ampere, 3 pole, 230 volt or sixteen 
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Now you can get into the profitable distribution 
panelboard business ... with the new, exclusive 
Federal Noark Flexunit Plug-In Distribution Panelboard 
= 


60 ampere, 3 pole, 230 volt branches in a panelboard 
for 230 volt service. 

* Lesser combinations of 30, 60, 100 ampere, 575 volt 
units; or 30, 60, 100, 200 ampere, 230 volt units may be 
assembled in a Flexunit Plug-In Distribution Panel- 
board. 

* Filler plates to cover unused spaces are available in 
four sizes. 

Mail coupon today for complete information about 
Federal Noark Flexunit Plug-In Distribution Panel- 
boards and a suggested stock list showing how little it 
costs to set up this highly profitable line. Federal 
Electric Products Company, 50 Paris St., Newark 5, N. J. 
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Federal Noark chassis has 
three silver-plated copper bus 
bars, of 200 or 400 ampere 

rating, arranged on edge to re- 
ceive the plug-in units. Spacing 
ample for 575 volts! Neutral pro- 
vides for 3 phase, 4 wire; and 
single phase, 3 wire services. 





The rugged plug-in Flexunits 

are complete with fusible pull 

switches. They are available 
with twin 30, twin 60, 30-60, twin 
100 and single 200 ampere switches 
for 230 volts A.C. Twin 30, twin 
60, 30-60 and single 100 ampere 
switches for 575 volts A.C. 





Snap! . . . and the Flexunit is 

in place. When secured by 

screws, the popular Wurdack 
pull switch units are ready to op- 
erate with a simple pull, turn and 
push. Designed for absolutely pos- 
itive action, they clearly indicate 
“On” and “Off” positions. 






a. 

Here, mounted in the chassis 

are two plug-in Flexunits. Un- 

used space can be covered 
with filler plates giving a dead 
front panel when the panelboard 
is completed. Then additional 
Flexunits can be added simply, 
| easily, as needed. 





Plug-In Distribution Panelboard 

have been proved through years of 
outstanding service. The plug-in stabs 
are a well-known feature of both Fed- 
eral Noark Bus Duct and Control Cen- 
ter plug-in units. The Wurdack pull 
switch units are recognized as stand- 
ard, everywhere! Get the complete 
facts. Mail the coupon, right now! 


7 All essential elements of the new 
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available when chassis is Plug-In Distribution Panel- 

mounted in the box. At the board assembled with twin 
top are the neutral bar and ter- 30, twin 60 and twin 100 ampere 
minals so that panel can be used fusible Flexunits and narrow filler 
on the increasingly popular three unit at top. Both box and trim are 
phase, 4 wire service, as well as code gauge steel, complete with 
on single phase, 3 wire service. standard hardware. 


5 Note the ample gutter space 6 The completed Federal Noark 
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Federal Electric Products Company, 

50 Paris Street, Newark 5, New Jersey 

Gentlemen: Please send me full data and pric es on the Federal 
Noark Flexunit Plug-In Distribution Panelboard . also a sug- 
gested stock list 


Mv name 
Company name 


Address 


a 


City Zone State 


oa 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
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FEDERAL ~caexnH— 


FLEXUNIT PLUG-IN DISTRIBUTION PANELBOARDS 
Complete line of Federal Electric Products includes Motor Controls, Safety Switches, Service Equipment, 
Circuit Breakers, Panelboards, Switchboards, Control Centers, Bus Duct ® Sales offices in principal cities, 








REA APPROVED 


“i 
a 
. a 
The Illinois No. 1937 Wireholder has been approved by Technical z ALL Illinois wireholder insulators HZ 
Ss 
os 





Standards Committee “A”, U.S. Department of Agriculture, Rural — are uniformly made to exact 
specifications in sufficient styles 


Electrification Administration, for use on REA financed systems. ; f 
and sizes to meet any require- 


TENSILE STRENGTH TEST DATA: ment. Smooth, rounded surfaces 


protect wire insulation—deep, 
The following results were obtained by applying a pull to a num- sharp screw threads assure easy 


ber of No. 1937 reinforced wireholder test specimens to determine and firm installation. 


the maximum, minimum and average force exerted before failure: For High Mechanical and Dielec- 


tric Strength, Exact Dimensions 


Vertical Position Mounted 45° to Line of Pull and Complete Uniformity, Always 
Maximum—2400 Ibs. Maximum—2200 Ibs. Specify Illinois. 

Minimum — 2000 Ibs. Minimum — 1700 Ibs. 3 

Average — 2250 lbs. Average — 1825 lbs. MEN Pe a 


ILLINOIS Zin To fo 
ELECTRIC PORCELAIN CO. 
MACOMB, ILLINOIS hformalion 
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There's a WHALE 


ee . 


of a difference in rigid fittings 





OU 


7~ 


tet tiie Piet ail 


eS ae eee 





For instance--- 


CONDUIT PIPE PRODUCTS are made to the rigid standards of the Underwriters’ Laboratories, 


N.E.M.A., and the Federal Government, insuring complete conformity to Industry specifications. 


CONDUIT PIPE PRODUCTS offer nipples and elbows in cartons — at no extra charge, assur 


ing clean, compact, convenience from stockroom to installation. 


CONDUIT PIPE PRODUCTS are competitive — which means top value for your fittings dollar. 


Prices and literature available, to Jobbers only, upon request. 


Representat n Principal! 


CONDUIT PIPE PRODUCTS CO. 


COLUMBUS, OHIO 





PIPE COUPLINGS « PIPE NIPPLES © ELBOWS, 90 AND 45° 


RUNNING THREAD - GOOSENECKS + WALLPLATES +: EMT FITTINGS 
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PYLET 
PRACTICAL DESIGN 
FEATURES A Modern Line of Improved 


Heavy-Duty Conduit Fittings 


A Full Range of Types and Sizes for Industrial Wiring 





1. FS AND FD PYLETS AND COVERS-—, 2, 3 and 4 gang, 
square corner types, take all standard switch and receptacle 
plates. 


2. ROUND BASE PYLETS AND COVERS-—Ideal for Vapor- 
tight junction boxes—Flush and surface mounting. Take stand- 
ard 4-inch outlet box cover; also vaportight fixtures, plug 
receptacles and Flexible fixture hangers. 


3. VAPORTIGHT LIGHTING FIXTURES—With heavy cast 
metal bases, weathertight sealing and sturdy guards. Complete 
line, for 10 to 200 watt lamps, for conduit or wall mounting, 
universal 4 and 5 hub types, two and three gang, handrail and 
outlet box types, also midget fixtures. 


Accurate, malleable iron castings made 
in Pyle-National’s own foundry. Double 
weather-proof protection—first, galvan- 
ized, and then finished with baked spray- 
ed aluminum 





Smooth interiors, round ae and large 4. FLEXIBLE FIXTURE HANGER PYLETS— Universal joint 
wiring spaces prevent damage to wires 
Ribbed sidewalls provide extra strength hub allows easy removal of fixture, free swing movement of 


fixture with stop to prevent wire injury, also cushion type for 
protection against vibration. Also rectangular Pylets with 
suspension hanger. 


5. CAST METAL SAFETY SWITCHES AND CIRCUIT 
BREAKER PYLETS—Heavy duty safety switches and fuse 
boxes with or without: plug receptacles and circuit breaker 
Pylets with all features for reliable service under severe 
conditions. Safety switches have quick make and break, inter- 
locked cover and weathertight gaskets on both cover and hub 





Strong Domed Covers are warped and 


Body Cover Joints are ground flat for tight 7 plates. Available with interlocking plug receptacles. 
gasket seal. Heavy hub sections of ample 
cross section are tapped straight and true 5 seeeeveeees eeereeeeeeeeeeeeeeeeeee es 


with accurate, cleancut, TAPERED threads 
Refer to your Pylet Catalog 1100 for complete listings includ- 
ing plugs and receptacles —explosion-proof pylets, cord and 
cable grips — flexible conduit couplings — unions — reducers — 
elbows and grip handles — po:table hand lamps. 


e 





04) bm 
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THE PYLE-NATIONAL COMPANY 


1352 NORTH KOSTNER AVENUE, CHICAGO 51, ILLINOIS 


DISTRICT OFFICES and REPRESENTATIVES in Principal Cities of the United State 
EXPORT DEPARTMENT: International Railway Supply Co., 30 Church St., New York SINCE 1897 
CANADIAN AGENT: The Holden Co , Ltd., Montreal 


PLUGS and RECEPTACLES - FLOODLIGHTS - TURBO-GENERATORS - LOCOMOTIVE HEADLIGHTS + MULTI-VENT AIR DISTRIBUTION 





Dowl-pin type self retaining screws pro- 
vide easy alignment of covers—hold cov- 
er and gasket together during handling 
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Trumbull 
Drings you 


“two new 








low-cost lighting 





panelboards with 
unique selling 


features 


















te F 

le 

aT . . . . . 

d- Now you can meet price resistance on top-quality lighting 

"9 equipment with two new low-cost Trumbull panelboards that 

P have features used generally only on higher-priced panelboards. 

is 

te 

Gg, 

id 

nt 

of 

or 

th 
Ease of installation and maintenance and safe, dles, spring-loaded. Full-floating, positive 

7 uninterrupted control are provided by: pressure contacts. 

wn UNIQUE 6-CIRCUIT SECTION — All parts firm- OTHER FEATURES—Silver finish throughout. 

eee ly attached. No loose straps. Ample room for Circuit lock-off device available. 

re tamper-proof fuses. Fully tested and approved by Underwriters’ 

~ EASY TO INSTALL— Box, panel, and front are Laboratories, Inc. 

ab unit-packaged. Panelboard fits standard stud Specify NTPR for group and branch circuit 
walls without projection. All terminals acces- —_ control in industrial and commercial appli- 
sible. Spacious wiring gutters. Adequate cations; NTPS for stores, garages, residences. 
knock-outs. For more information, write for circular 

d- EASY OPERATION— Quick-make, quick-break TEC 4, THE TRUMBULL ELECTRIC MANUFAC- 

ail tumbler switches with large operating han- TURING COMPANY, Plainville, Conn. 
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Men Who Obserce the Best Electrical Practice Make It a Practice to Use 


TRUMBULL(T) ELECTRIC 





Honeywell Intermediate Relays, 


Contactors and Motor Starters 








Honeywell Motor 


Rec -OMMEND and sell the complete Honeywell line of 
Intermediate Relays, Contactors and Motor Starters 


Honeywell Intermediate Relays and Contactors are designed 
simply and compactly to meet the requirements of various 
applications involving the control of line voltage loads from 
sensitive low-voltage thermostats or from line voltage controls 








of limited capacity. Complete, self-contained units including 
built-in transformers are available on some Relay models. 

THE Complete HONEYWELL LINE Honeywell Motor Starters are designed and built to give long 
catenteniintn Qatidiien date life, maintenance-free operation. hey are rugged, compact, 

$.PS.T. (Single pole single throw convenient to install, provide fast opening and closing of contacts, 

S.P.D.T. (Single pole double throw and are readily adaptable to control panels.Minneapolis-Honeywell 

D.P.D.T. (Double pole double throw Minneapolis 8, Minn. In Canada: Leaside 

Ratings up to 10 amps 


, Toronto 17 


, Ontario. 


Honeywell Contactors 


Heavy Duty Switching Actions avail- 
able in } and 4 pole m« 


ule 
Ratings up to 3314 


amps 


Honeywell Motor Starters 


Mm: Se eA UO hk 
For ratings trom 1 to 749 HI 
For either singlephase or polyphase 
motors, 














All Relays, Contactors or Motor Starters 
1) : Ay aN TR Se Ss Ys * 2 2 
are available tor either 24 volt volt 
or 230 volt control circuits 
BRANCHES FROM COA A A ITO © LONDON © STOCKHOLM © AMSTERD 
20 
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HERE’S ANOTHER PROFITABLE BLACKBURN 
ITEM FOR YOU 


The Blackburn TWO-BOLT CLAMP is de- and dead ending. It is particularly good for 
signed for both inside and outdoor use. Thus, __ the latter because its exceptional grip on the 
one stock will suffice for both the utility and — wire produces a joint which will not slip. It is 
the electrical contractor trade. used inside for splices and taps and is fully 


Underwriters’ approved. 
In recent years a large demand has de- PP 


veloped for this type of connector because — Blackburn Hi-Strength TWO-BOLT CLAMPS 
of its high efficiency on stranded wire and _ cost less than other types of connectors com- 
cable from 1/0 to 1000 MCM. It is used out- monly used and are priced to give the 
doors for taps, service entrance connections — wholesaler a good spread. 


Jasper Blackburn Products Corp. Mail Coupon for Sample and Full Details 


Send me sample and further information on the BLACKBURN 
TWO-BOLT CLAMP 


FIRST, MADISON AND CLINTON STS e $T. LOUIS 6, MO, 
Phone CEntral 3007 


Wire Size Used 
ome 
Company 
City & State WH 


— ee 
—_— . tt ts 


N 
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Any way you look at it, a poor wiring system cuts 
lighting efficiency . . . causes headaches for plant elec- 
tricians and maintenance men as well as for produc- 
tion workers. 


Improving plant lighting and reducing maintenance 
costs are important functions of General Electric 
wiring materials. Exciting new products and a full 
line of old standbys make General Electric the right 
choice for every wiring requirement. 


1. NEW G-E REMOTE CONTROL wiring puts switches for 
various lights in many convenient locations. Master panel 
can be located at production head's desk. Banks of switches 
can also be located at convenient points in the shop for 
local control. This flexible, new wiring system also permits 
control of any or all lights from distant locations, such as 
other offices or a master-control point. The G-E remote 
control wiring system makes multi-point switching eco- 
nomical and easy to put in. 


2. G-E REMOTE CONTROL WiRE—lightweight, with two or 
three conductors—was specially designed for remote control 
wiring. This trim-looking wire can be installed either con- 
cealed or exposed—makes a neat installation when it's run 
along wall surfaces. It permits remote control switches to 
be placed practically anywhere. The use of a low-voltage 
relay makes this small-size wire practical. 


3. AVA POWER CABLE is a natural for bringing in power to 
a high-level lighting installation like this. And, when you 
think of power cables, think of General Electric Deltabes- 
ton* cables. They'll save you maintenance grief, because 
they're built to beat ambient and operating heat. They can 
*Trade-mark Reg. U.S. Pat. Off. 


help yeu save space, too, because they are designed to 
carry more current than ordinary cables of the same size. 


4. TYPE TW WIRE is recommended for installation in race- 
ways. Smooth-finished G-E Type TW can be cut and 
stripped with little effort—pulls through conduit easily 
when wiring changes are necessary. Small diameter and 
long life are features of this G-E thermoplastic wire—usé 
it to help your wiring system stay modern. 


5. CONDUIT, of course, should be General Electric “White” 
—the rigid conduit that’s hot-dip galvanized for extra pro- 
tection. High-grade steel—galvangzed inside and out, and 
lacquer-coated—gives you maximum wiring protection 
with a minimum of maintenance. Remember to specify 
“G-E White.” 


Your distributor of General Electric construction materials 
can supply you with any of these materials, or with any of 
thousands of other items from the General Electric line 
For more information, contact him, or write to Section 
K18-726. Construction Materials Department, General 
Electric Company, Bridgeport 2, Connecticut. 


GENERAL @@ ELECTRIC 


22 


ELECTRICAL WHOLESALING 





July, 1949 

















Ju! 








i to 
size. 


ace- 
and 
asily 
and 
—usé 


rite” 
pro- 

and 
*tion 
ecify 


rials 
ly ( f 
line 
ction 
neral 


1949 





GREATEST MERCHANDISING AID 


IN THE HISTORY OF THE CHRISTMAS LIGHTING BUSINESS/ 


GET THE NEW 


Paait‘Malu 


SELF-MERCHANDISING DISPLAY STAND | 


IT'S FREE! 
pnd ee 


cHRisTMaAS PROFITS NOW... 


Here it is . . . a complete Christmas lighting depart- 























ment in just a little over a square foot of floor space — 
a complete package, ready to set up. There’s no better 
way to display your Christmas merchandise lighted, 
and yet it costs you nothing! 


The No. 5 Christmas assortment, with the FREE “Profit- 
Maker” display, includes only staple items the 
fastest-selling items in the industry: 


Quantity Number Description 
6 102K 8-light indoor series sets 
6 207K 7-light multiple sets 
3 407K 7-light outdoor sets 
2 109K 9-light series Bubbling sets 
100 C-6 G-E series type lamps 
50 C-72 G-E Multiple type lamps 
25 C-9'2 G-E Outdoor lamps 
12 B20K Series Bubbling lamps 
1 X712 12-foot extension cord 



















e Patent 


Pending 


uinl ° trump o 


S cm * by > 
Good ae 






ORDER THE ‘Faolit-Makex 


DEAL FROM YOUR WHOLESALER 


... and WRITE FOR THE FULL-COLOR CATALOG 
ILLUSTRATING THE ENTIRE ROYAL CHRISTMAS LINE 


NAL cend for yours — TODAY! 


ROYAL ELECTRIC COMPANY, INC. © PAWTUCKET, R. I. 
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T&B Sta-Kon RB-4 and RC-6 Series 
One-Piece Insulated Wire Joints 





Small Solderless Wire Terminals 


T&B Sta-Kon Series 8-23 Wristlock 


Disconnect with Insulation Grip 
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T&B Sta-Kon Jr. V and W Series a 











P 


PLUS VOLUME 


NOW? 


FROM THE PRODUCTION LINE! 
YOUR T&B REPRESENTATIVE 
CAN SHOW YOU WHERE, HOW! 


U3) 


ENGINEERED 


The three spanking new T&B products illustrated here have in 
common a remarkably attractive sales feature. Designed to 
meet specific industrial requirements, they are production line 
items—you don't sell them by dozens or carton lots, you sell 
them in lots of hundreds of thousands a year! This means large 
initial.orders for both Sta-Kons and Sta-Kon tooling, and steady, 
repeat business as well. All superbly engineered, all fully 
approved for use with hand or power tools, all exceptionally 
easy to sell because they are specially designed for specific 
jobs and all can be sold to any account using wire in production 
line assemblies. Available from stock today. Can YOU afford to 
pass up this extra business? 


THE THOMAS & BETTS CO. 


INCORPORATED 
ELIZABETH 1, NEW JERSEY 





T&B PRODUCTS SOLD ONLY THROUGH THE T&B ELECTRICAL WHOLESALER 
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J-60/308 
8-inch Enameled 
glass, crystal bands. 
Chromium finish 
holder. 

; Also J-53/306 

“  (6inch glass) 












. _¥-1508 


Chrofigm ceiling 
holder. Enameled 
glass with sparklifrge 
crystal bottom. a 
Similar units V-1506 

(6-inch) and V-1510 
(10-inch). 







a for good lighting, these modern 
enclosing units by Virden are pleasingly 
practical. They combine simple lines with 

decorative crystal accents ... fit a wide 
variety of needs in the home. They offer 


an attractive choice in shallow or deep Sido;208 


ceiling units . . . and in downlighting lite tees anata 
wall units for use over mirror, sink or SS 
counter. Best of all, they’re outstanding Also 153/206 (6-inch glass) 








values .. . thanks to Virden “know- cam" 


how” in mass production. SS 
Flash! Ask your Virden wholesaler for a 
a copy of the new ‘Bargain Book”’ q' 


{_ VIRDEN VALUE J] 


oe aio poten ee 
 aiind 


J-53/303 


Enameled glass- 
For extra volue . . . ask for the were with crystal 
bes with the big green "V". bands and bottom 
Also J-53/CO/303 


same with ovtiet 

V-53/153 
Diffusing enameled glass 
Alse V-53/CO/153 same 
unit with ovtiet. 





aa 
 “ 


John C. Virden Company - Cleveland, Ohio 


VY, conben rt MCNCAM “oe ee Le g 4 ing I 03 (élale 
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ne of c series of 
at ore appearing 
in ELECTRICAL 
STRUCTION AND 
MAINTENANCE; ELEC- 
TRICAL WORLD; and 
ELECTRICAL WEST. 
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e Ads like these help win friends and 


, 
. 





nflue e cu omers for Central Conduit Distributors. That's 


t) ‘aaa 4 ° ° 
one of thé big reasons why we have advertised contin- 


uvously over the years. 


Every mon hc other Spang ad talks about you and about 
your sincera Sftorts to serve your customers promptly and 
efficiently. ads also direct buyers to you. . . not only 


for Central Conduit, but for other profitable electrical 
supplies as well. 


SPANG-CHALFANT 


Division bf The National Supply Company 
GENERAL SALES OFFICE: Grant Bidg., Pittsburgh, Pa. 


District Offices and Sales Representatives in Principal Cities 
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HOW 70 SIMPLIFY 


YOUR TRANSFORMER 
BUYING AND SELLING 


One order, one shipment, one invoice, one payment; 


that’s how your transformer buying and selling can be 


simplified when you stock Acme Electric transformers 
and ballasts. 

Acme transformers for luminous tube signs, fluores 
cent lighting fixtures, voltage regulation, industrial 
power distribution and many other specialized fields, 
offer opportunities to build a highly profitable supply 
business. 

Acme Electric transformers are engineered to high 
quality standards and better than average performance. 


This means that your customers will be well satisfied. 


LUMINOUS TUBE TRANSFORMERS 
Eight practical styles for outdoor, indoor and win- STEP-DOWN TRANSFORMERS 





iow hanging applications, in ratings from 2000 
volts to 15000 volts secondary. Among ‘‘Neon"’ FLUORESCENT LAMP For transforming a 200 240 input voltage to 
sign men Acme transformers are ‘‘First Choice.” BALLASTS 115 volts 50 60 cycle output available in sizes 


from 75 to 2000 watts. Ask for Catalog SD 151. 
For 15 to 100 watt standard fluorescent lamp, single, 


two, three or four lamp fixtures. Quick start ballasts 
for dual 40, instant start, lamp fixtures. 120 ma to 
450 ma ballasts for slim type lamps. Cold Cathode 
ballasts for 72” and 96” tubes 





BELL RINGING, CHIME, SIGNALLING 





TRANSFORMERS 
These bell ringing and chime transformers are built VOLTROL AIR COOLED TRANSFORMERS 
to provide trouble-free performance. Their high 
quality construction includes silicon steel lamina- A specialty product, useful in laboratories or A profitable line for every supply house. Built in 
tions, high dielectric insulation. Available in steel wherever electrical equipment is designed, tested, sizes 1 10 KVA to 50 KVA, single phase, primary 
foot mounting or universal outlet box plate. Signal- or produced. Provides a stepless control of voltage voltages of 230 460 or 575 volts. Sizes 1 to 2 
ing transformers available in 50 VA to 750 VA cap- from 0 to 135 volts. Built in portable and panel KVA available in 2300 volt primary. Bulletin 160 
acities. Bulletin J 170. board mounting types gives detailed specification: 


A Cc M i £ L — C T R | Cc Cc oO R P oO R AT ] oO N Acme Electric manufactures Luminous Tube Transformers —Fluores- 


Lamp Ballasts—Cold Cathode Lighting Transformers and Bal- 
677 Water St matey At 
er Street Cuba, N.Y. lasts —Mercury Vapor Lighting Transformers —Radio and Television 


Transformers —Electronic Transformers —Door Bell, Chime and Sig- 
nalling Transformers—Safety Transformers—Voltage Regulating 
Transformers—Step Down Transformers—Control Transformers — 
Warp-stop Transformers—Air Cooled Power Transformers—Rectifiers. 


IN CANADA: ACME ELECTRIC (CANADA) LTD. 
824 Notre Dame St., West Montreal, Que 
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Your prospects are getting the ALUMINUM story... 
are YOU getting the orders ? 


This Saturday Evening Post advertise- 
ment for Aleoa k.C.* Aluminum and 
others like it will reach more than 
28,000,000 readers this vear. Included in 
that total are many—if not most—of 
your prospects, 

They're learning about the big sav- 
ings aluminum can give them, for any 
wiring job where loads and conductors 


are big. In addition, trade and technical 


magazine advertising carries the same 
story to architects, contractors and in- 
dustrial wire buyers. 

Don’t let the business pass you by. 
Ask your supplier for the full story on 
insulated wire and cable made with 
Aleoa E.C. Aluminum conductor. Or 
write ALUMINUM CoMPANY OF AMERICA, 
1442G Gulf Building, Pittsburgh 19, Pa. 


*k..C.: Kdectrical Conductor Aluminum 












‘| The BIG Difference « 


is in your COSTS! ye 





mene anne 





FOR ELECTRIC WIRE AND CABLE 
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has THERMAL OVERLOAD RELAY 


Using Interchangeable Heaters 





In this re-designed CLARK Bulletin 
6013 Size 6 Starter, the magnetic 
overload relay formerly used, which 
required factory pre-setting to spe- 
cific motor characteristics, has been 
replaced with the well-known 
CLARK Bulletin 7322 Thermal Over- 
load Relay—which can be adapted 
to various HP ratings in the field by 
simply changing standard heaters. 
“Do-Nut” type current transformers 
mounted on load terminals are used 
to reduce current in the relay circuit. 








— 34° ———*_, 











Starter consists of sturdy Bulletin 7700 Contactor with 
rectifier-operated DC magnet, Overload Relay, and 
Control-Circuit Transformer, if voltage is over 110. 
Apparatus is mounted on a slate panel and enclosed 
in attractive NEMA Type | cabinet. Other type cabinets 
are available—all with plenty of wiring space top and 
bottom. Front-wired for accessibility. 











This new design is also available in the CLARK Bulletin 6018 Combination 4 
Starter, and 6030 Reversing Starter. 


This new Starter is another reason why CLARK is the 
ideal control line for distributors. 


TTL WN) Gee) 


1146 EAST 152nd STREET, CLEVELAND 10, OHIO 





hina 


€ 
RYTHING UNDER CONTROL 
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CORRECT 
CONDUIT CONNECTIONS 












B Select the best, insist on Briegel All 
Steel Fittings, the original approved 
Indenter type connectors and cou- 
plings for thin wall conduit tubing. 
You will not only find that Briegel 
Indenter Fittings are easier and faster 





to use, but also make neater, stronger — 
connections, the correct connections. 


© UaLW4IN 


- 


Two Easy Squeezes and they’re set. y 
Start using Briegel Fittings today. (ne 





Have more satisfied customers—more 


Cross Section Showing profits from each job. 
indentations 


DISTRIBUTED BY 


The M. B. Austin Co., Northbrook, Ill.; Clayton 
Mark & Co., Evanston, Ill.; Clifton Conduit Co., 
Jersey City, N. J.; General Electric Co., Bridge- 
port, Conn.; The Steelduct Co., Youngstown, Ohio; 
Enameled Metals, Pittsburgh, Penn.; Kondu Mfg. 

Co., Ltd., Preston, Ont. | 





a* 
~~ . 
“Fd 


All B-M Fittings Carry 
the Underwriter's Seal 
of Approval and Ca- 
nadian Standards Ass'n 
Approval No. 9296 


. METHOD = 
€R . APPROVED T00L 






+ 








° WIDNOULS; 


Cl. 


GALVA,* ILLINOIS 
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Here’s the ONE Box with MANY APPLICATIONS... 


RACO Oy KY 


P| The ALL-PURPOSE CABLE BOX 

The"“JAY-KAY’” is back! The multiple purpose box is in stock and available 
for immediate shipment. ORDER IT NOW —for use with BX or 
FLEX— it accommodates either type quickly and efficiently. It’s the 
every purpose box. Saves labor—external clamps not only provide 
more room within box, but speed assembly and installations. 











USE WITH BX 




























OR WITH PIPE 
AND BX OR FLEX 





~ 





“3 okegad 
2h pie hadi’ sae | e 











“JAY-KAY" BOXES ARE 


AVAILABLE ON BAR HANGERS, TOO! 
HD-Deep Offset HS-Shallow Offset HSS-%" Offset 


ALL-STEEL EQUIPMENT INC. 


300 KENSINGTON AVENUE ° AURORA, ILLINOIS 


*Reg. Trade Mark 


RACO 


ALL STEEL PRODUCTS 
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NEW KENT-MOORE 
BRILLIANT ILLU 
DISPLAYS, EFFEC 





Ok, wholesalers, get ready for new business. Volume business, too, 


that'll come your way as soon as you offer Kent-Moore VAL-LITES. 


ao 
.| 


For VAL-LITES are a new type fixture beamed three ways at your 


big retail store lighting market. 1—They provide bright, efficient Yr oO 
fluorescent lighting in single or multiple unit application. 2 — They O + + 
dramatize merchandise, create distinctive wall and counter displays. i. o | 
3—And attractive VAL-LITE letters. ..easy-to-read, easy-to-change Q| ‘1 Q10}0] o 
. stand out boldly against a glow of back-lighting for effective | <—l2g—4 ~ Hi 
“point-of-purchase” advertising or department identification. 0 Sai ten 


Smartly styled, sturdily built, union made, approved 
oa ie . Tg ' : VAL-LITES Available in Two Popular Sizes! 
by Underwriters’. Write today for complete details and 

¢ 7 ae a, 3 7 Model J1817: four 40-watt fluorescent lamps. 
ask for the new VAL-LITE Catalog and Price List. Model 33949: two 40-watt fluorescent lamps. 


KENT-MOORE ORGANIZATION, INC. 


GENERAL MOTORS BUILDING ° DETROIT 2, MICHIGAN 





VAL-LITES Buiico SALES FOR You AnD YOoOuR CUSTOMERS 


Fri n — 

setae? | macy _ 

« o - . ~ 
Se ~ ‘ 
’ * 








Kent-Moore VAL-LITES are a ‘natural’ for super markets, Brand names stand out against VAL-LITE backlighting This automobile dealer increased mechanic efficiency by 
Merchandise sparkles, and customers can find it fast while appliances below make a ‘buy-appealing” display lighting and labeling his service department bays, 
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\ CONDUITS 
STAY PUT! 


Q.2. has ‘em 
IN STOCK 


OVER yr 


When you need Uu-BOLTS for that con- 
lamping job, try O-Z. 


duit or cable ¢ 


| BECAUSE | the O-Z line is i” stock, ready for 
diate shipment. 


imme 
BECAUSE | the stock O-Z line has over 78 sizes 
and types for conduits from 1," to 6". As just 
one example, you can get three bolt diameters, 
for 1”, 1%" OF 1/2" conduit. You can get O- 
U-BOLTS, from stock of Everdur, steel 
cadmium plated or steel hot-dip galvanized. 
They come with nuts and flat washers, with 
or without saddles. They provide for clamp- 
ing to a ¥," thick plate using nuts and washers 


on each leg. 


oe BECAUSE | O. Z. will manufacture U-BOLTS 
go | of any size OF material to meet your specifi- 
_ cations. 
There are thousands of O-Z products designed 
t it, an 


to help you put power where you wan 
the man to see about 


THEY'RE O.K. rose pet 
IF THEY'RE 0.2. Jee send for wor erated catalOg. 


CONDUIT FITTINGS 
CABLE TERMINATORS 
CAST IRON BOXES 
GROUNDING DEVICES 


COMPANY, INC,  SOLDERLESS Connectors 


POWER CONNECTORS 


@ 5060 


ELECTRICAL 
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The Cutler-Hammer MB-4 Multi-Breaker 


FOR ON-THE-JOB 


—— f \ a jf . ; f : 

eaten ; f b ‘ j f ; 
— | fy fy (\/ 7 | 

; : Pm '/f | | j ; ; A 

PE, . : j J } / A 4 A fl 


This is the 
FUNDAMENTAL UNIT 


The Cutler-Hammer MB-4 Multi-Breaker is 
fundamentally a standard 4-pole Multi- 






=, 
=, 
—_e™= 


— 
—_ 
‘ 
a A 
ow 


s 





Breaker in an enclosing case. However, 
provisions have been made both in con- 
struction and space for additional single 


pole Multi-Breakers. 


The additional single-pole Multi-Breaker 
units can be added at any time... before, 
or at the time of installation or later, 
so as to make up the exact Multi-Breaker 
required by the job. Each additional unit 


slips into place and is secured by a screw. 


19 





The Cutler-Hammer Type MB-4 
Multi-Breaker marks another big 


step ahead in modern electrical cir- 
cuit protection. It is BIG news for 
contractors; equally BIG news for 
the wholesalers who supply them. 
Now the contractor can make up 
just the Multi-Breaker he needs for 
each job. To the fundamental unit he 
simply adds from one to four add-on 
units as the number of circuits and 
their capacities dictate. Further, any 
of the add-on units can be changed 
on the job AFTER the complete 
Multi-Breaker is installed if the cir- 
cuit requirements change; just a sim- 


ple change, not a major operation. 
No delay. No trouble. 

With the C-H Type MB-4 Multi- 
Breaker, the wholesaler can offer max- 
imum service with minimum stocks, 
minimum investment, minimum in- 
ventory. He can furnish exactly the 
Multi-Breaker needed for each job 
without maintaining a large and com- 
plex assortment of complete Multi- 
Breakers incorporating the many 
combinations of breakers possible. 

The Cutler-Hammer MB-4 pro- 
vides Thermal-Magnetic trip for lag 
on harmless overloads but instant trip 


on short circuits. Electronically cali- 
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brated like all Cutler-Hammer Multi- 
Breakers for dependable performance. 
70 ampere mains for small homes. 
100 ampere mains for large homes. 
Breakers from 15 to 50 amperes. Un- 
derwriters’ approved. Available in 
flush or surface mounting. 
CUTLER-HAMMER, Inc., 
1327 St. Paul Ave., Milwaukee 1, Wis. 


“ 


CUTLER-HAMMER 


7 


“75a 
MULTI- BREAKER = 











will 
Public 


against 


FLUORESCENT LIGHTING? 





* lg co 
Revoli 








Will Sub-Standard Quality and Sub-Standard Performance 
Bring Fluorescent Lighting into Publie Disfavor? 


SINCE fluorescent lighting equipment was first made 
available ten years ago, the standards of fluorescent 
lighting and of fluorescent lighting equipment have 
been continuously IMPROVED. As a result, fluorescent 
lighting has quickly achieved national acceptance. 1 his 
public confidence has been earned by the Lighting In- 
dustry because the great majority of the equipment 
produced and sold to the public has met with the high 


standards required to provide satisfactory performance. 


TODAY the public confidence is being placed in jeo- 
pardy by the increasing occurrence of fluorescent in- 
dustrial units which, instead of being built up to re- 


quired standards, are being built down to a price. 


How long willit take the public to wake up 
to unsubstantiated claims? 

The public cannot be expected to understand all of the 

technical factors which differentiate a sub-standard unit 

from a unit built to deliver sustained trouble-free 


economical perf yrmance. 


Informed electrical and lighting men know the 


They know, also, that lamp life is shortened by a ballast 
which supplies low starting current or by one that deliv 

ers low operating watts to the lamp. They know that 
low power factor ballasts do not permit efficient utiliza 
tion of present wiring. They know that well designed 
and well constructed lighting units, such as those made 
to RLM Standards, will stand up and give full satisfac 


tion to the customer. 


The Remedy 


It is up to the entire Lighting Industry to put this know] 
edge to work for the benefit of the public. This can best 
be done by first furnishing customers with the facts 
about initial cost, maintenance cost and performance of 
Huorescent lighting equipment and by supplying equip 
ment which is warranted by the manufacturer and cer 
tified by an independent testing agency as meeting rec 
ognized and published standards of design, construction 


and performance. 


at Toe ) , 
This Adt erfisemlent 18 published in the Inte rest 
l 


of th € Entire I lu resceiut Lis / 12H] Y Indu va ) by 


s 














importance of high quality starters and lamp- 


holders, in terms of easy maintenance, reliable 








starting and reliable operation. 


They know that poor electrical and mechanical 
design can cause high temperature operations of 


the ballast resulting in decreased ballast life 
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326 WEST MADISON STREET ° 
CHICAGO 6, ILLINOIS 


SUITE 817 
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of High Quality Boxes, 
Covers and Fittings Designed 
for Maximum Ease of Installation 


MEETS EVERY NEED 


The Line Includes_ 


(In All Required 
Types and Sizes) 


OUTLET BOXES AND COVERS 
SWITCH BOXES 


LOCKNUTS AND BUSHINGS 


CONNECTORS 
INSULATOR SUPPORTS 





FLOOR BOXES AND ACCESSORIES 
CONDUIT BENDERS 
CAST IRON JUNCTION BOXES 
SERVICE ENTRANCE FITTINGS 


STRAPS AND STAPLES 
GROUNDING FITTINGS 
THREE-PIECE CONDUIT COUPLINGS 
MARCHAND CLAMPS AND PLUGS 





CAMPBELL BOXES AND ACCESSORIES 


STEEL CITY ELECTRIC COMPANY 


1207 COLUMBUS AVENUE, PITTSBURGH (12), PENNA 
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‘ Certified Ballasts give a high ratio 








of fluorescent light output to the input of power 


—deliver more light for the electricity used. 


When you specify Certified Ballasts, your customers 
are assured of: 
Rated light output 
Full lamp life 


Dependable performance 
Because Certified Ballasts are made to exacting specifications, 
then tested and checked by Electrical Testing Laboratories, Inc., 


an impartial authority, they assure customer 





satisfaction—and proved economy. 
CERTIFIED | 


SPEC. NO. 6 
Be HIGH PF 
ae 


( ERTIFIED BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 


2116 KEITH BLDG., CLEVELAND 15, OHIO 
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Model No. 3020—4-Lamp 
SLIMLINE with Louver 





OLIMLINE”’ 
ahs them AU! 


Rien: across the country, businesses of every 
kind are turning to MITCHELL “Slimline” to 
get the “selling” light they need. It’s uncanny 
how one installation sells another—in whole 
communities the commercial lighting swing is 
to MITCHELL “‘Slimline”’, 


Company, Braddock, 
A modern automobile 
m completely oe 
No. 
ELL Model ; 
a to achieve on averag 
in 


lighting level of 50 foot ¢ . 


Clark Pontiac 


m showroo 


Progressive businessmen prefer this hand- 
some, smooth, powerful lighting that creates a 
traffic-building sales-inviting atmosphere. 
They like the way MITCHELL “Slimline” puts 
appeal into merchandise, makes it more de- 
sirable and easier to sell—the way it produces 
measurable increases in sales and profits. 


This user acceptance builds volume business 
for the wholesaler. MITCHELL “Slimline” in- 
stallations are easy, smooth jobs for the con- 

tractor—time-saving profitable business. And 
Rexall Drug Stores, Beav" ‘ \3 utility men can recommend this superior light- 


ional selling ) : 
mont, TeXas- An ————, = 7 7 men can reco 
ae": atmosphere created by 


| No. ;' id | , 
a So owe 7 ‘ Whether it’s automobiles or lilacs— 
Sf 30208 Slimline fixtures. Re . 


~ ee ° . Ti Bo ' 
verage of 75 foot candles. MITCHELL “Slimline” lights and se//s them all! 
a 


Thames 


Write for complete descriptive 
literature covering MITCHELL 
Slimline fixtures. Ask for Bulle- 
tin No. 322 describing 4-Lamp 
units; Builetin No. 339 describ- 
ing 2-Lamp units; Bulletin No. 
334 describing spotlight units. 
for use with Slimline fixtures. 


First Choice in Lighting 
i h 
Florists, Pittsburgh, 
ix MITCHELL 
BS xtures 


e) r 
208 Slimline Fees Mitchell Manufacturing Company 
ii 2525 Clybourn Avenue « Chicago 18, Illinois 


in this florist shop, 
in Canada: Mitchell Manufacturing Company, Ltd., Terento, Canada 


how window illumination. 
s 





“So your 
INVENTORY COSTS 


are too high... 





...Here’s how 


WE got 


from under!... 


hb hte 





“THE PROBLEM OF UNBALANCED STOCKS 
was giving us plenty of headaches. We 
were piling up excessive inventories in 
some lines and running short in others. 
Result 


hand and fewer sales on the other. 


rising inventory Costs on the one 


4 
] 


ACLELEEREE 


VUREREREBI 


\" 


“WHY WE CHOSE KARDEX VISIBLE. 
After seeing all kinds of systems in use 


in companies similar to ours, we decided 
unanimously on Kardex Visible. It not 
only gives us our 3 “musts” but requires 
a lot less clerical effort. And the change 
over was easy — Remington Rand instal- 


lation experts handled the whole job.” 


10 






out 











PUBEDSR READ 











“DRASTIC ACTION NEEDED! It was vital 


that 


“ONLY SOLUTION—A NEW SYSTEM. 
3 “Musts” were apparent (1) The system 
would have to simplify our inventory data 
(2) Warn us unfailingly of threatened 
understocks (3) 
proper ratios among stock items. 


we maintain closer, more accurate 


control over inventories ... that we con- 
centrate our buyers’ efforts on hard-to-get 


items . Assure 


Send for this Free Book Today: y 


“HOW TO GET PROFITS FROM INVENTORIES” 


eeu 


.. that we stop buying instantly or overstocks 


when exceed normal demand. 


(— 


pplies 








Learn the newest, proved-in-use, 
-implified methods of controlling 
inventories ... the best ways to 
keep your stocks in balance to 
produce maximum profits. 
i me our nearest office or write 
Systems Division, Room 1132, 
315 Fourth Ave. New York 10, 
N.Y. for your free copy of Book 


No. KD 375. 


THE FIRST NAME IN BUSINESS SYSTEMS 








i 
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Here it 1S—the 8-foot instant-start fixture 
\, that really puts T-12 Slimline lamps to work 


° 


YYLVANIA’S new 8doot Slimline fixture — the CL-296 — is a 2-lamp 
‘5 louvered unit scientifically designed to capitalize on the many 
unique advantages of 75-watt instant-start Slimline lamps in 
the new T-12 diameter. These amazing new 8’ lamps deliver more 
lumens per foot than former Slimline types — but with 22¢¢ less 
surface brightness. At the same time. they provide a 20% increase 


in maintained lumens over the life of the lamp. 


But to make the most of these lamp advantages, you've got to 
have a fixture designed specifically for T-12 operation. And that’s 


what you have — in Sylvania’s CL-296. Here’s why: 


Louvers and reflector are skillfully engineered to deliver maxi- 
mum light output with minimum surface brightness. For example, 
when pendant mounted, the CL-296 has an approximate photometric 
efficiency of 85¢¢ and distributes 55°: of its light upward and 45% 
downward. Its angle of cutoff is 30° lengthwise and 30° crosswise. 
Reflecting surfaces are finished in’ Sylvania’s exelusive  high- 
temperature baked Miracoat — with a reflection factor of not less 


than 86°. 


Hanging Features—On jobs calling for long rows of light 

store aisles, offices. ete.— the CL-296 is a money-saver because this 
unit can be installed in much less time than two 4 units. For 

pendant mounting. a single-stem set is used at each end. For 


continuous rows, one joining assembly replaces the end caps. 


Maintenance Features! 


Relamping is quick and easy — because the luminous side-panels 
ire readily removed without disturbing the louvers. Sylvania’s 
new Butt-On Slimline Lampholders permit lamps to be snapped 
into place in a jiffy —and hold them firmly by spring pressure. 
And because these lamps are instant start, there are no starters to 
replace at any time, 


The CL-296 is UL approved, and is equipped with a HPI 


) 


ballast of approximately 38 watts, for 425 milliamperes operation, 


Length is 9714”. width 15-7/16”, overall depth only 6”. 
Like all Sylvania fixtures. the CL-296 is delivered complete 
with lamps and. in installations of 25 or more at one time, carries 


Sylvania’s famous one-year guarantee, 
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SYLVANIA 
ELECTRIC 


FLUORESCENT LAMPS, FIXTURES, WIRING DEVICES, SIGN TUBING; LIGHT BULBS; 
PHOTOLAMPS; RADIO TUBES; CATHODE RAY TUBES; ELECTRONIC DEVICES 


Mail this coupon today! 


Sylvania Electric Products Inc. 

Advertising Dept. L-6407 

500 Fifth Avenue, New York 18, N. Y 

Gentlemen: Send full particulars on your new CL-296 Instant 
Start Fluorescent Fixture. 


So REO ee 
Address 
City ; Zone 
State 
ssi ia i.e el wii’ ls: ig i a ial a: Wl il eae elas a 
11 








Check the tadures you sel For. 


G-E TURRET LAMPHOLDERS 





Safety... Hazard of falling lamps is virtually 


eliminated 


"4 Convenience... Lamps can be installed from 


either end of fixture with one fast, easy motion 


i Economy... Turrets can take hard, rough 


to give long service—the sturdy metal construction 


is deygned to stand hard usage. 


Availability ... Turrets are available in three 
sizes to simplify fixture design and to permit a wide 


selection of lamp arrangements 


handling without being damaged . . . costly replace 


W Efficiency .. When fixtures have Turrets, lamps 


ment problems are eliminated. are not staggered but mounted in a straight line, 


i” Service 


All Turret working parts are made thus giving maximum efficient, shadowless lighting. 


When you handle fluorescent 
lighting fixtures that are 
equipped with General Elec- 
tric Turret lampholders, you 
really have some solid “talk- 


ing points” to help build 





sales. Check the features we've 
There are no clips or safety gadgets to fuss 


with when your fixtures are equipped with listed here—you'll find they're 


Snug fit and uniform spring tension 
hold lamp securely in place 


The slow process of replacing lamps with two 
hands is out when fixtures are equipped with Turrets 


General Electric Turret Lampholders. automatically the features your customers 
keep firm contact 


are looking for. For more in- 
G-E 
lampholders address Section 


Q55-726, Construction Mate- 





formation on Turret 


rials Department, General 


Electric Company, Bridgeport 


2, Connecticut. 





Now, lamp changing is a fast, easy, one-hand Spring action is the secret of the Turret’s sim 





operation. And there's no need to worry about plicity of operation. To insert lamp just push 


breaking lampholders, because Turrets are in contact plate and turn lamp slightly to seat 


sturdy, can take rough handling. Swing free end of lamp up and it slides 


firmly into place. 


GENERAL @@ ELECTRIC 
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Spot Them Before It's Too Late ‘the me: 
cantile agency Dun & Bradstreet, Inc.. recently pub 
lished a study of New Business Enterprises in the 
United States which casts new hght on the subject of 
failures. 

\ccording to this study, there were in 1949 fully 
34 percent more business enterprises in operation than 
in the vear 1944, with the total number of concerns 
listed in the D & B reference book reaching an all-time 
high of nearly 2,600,000 at the end of 1948 

Phe same period that provided such a large increase 
of new concerns also established new records in 


failures aking group of 4381 failure cases, r¢ 


corded in 1948, which group included retailers, whole 
salers and manufacturers, it was found that only 23.5 
percent had commenced business prior to 1944 rhe 


remaining 76.5 percent of the 1948 failures were made 
up of concerns that had started in 1944 or later. The 


1946 crop of newcomers accounted for the biggest 


single-vear bust-ups 1183 or 27 percent of the 1948 
total—when they w lwo years or less in business 


1947 aspirants to business success did even worse, for 
they accounted for 23.3 percent of the total because 
they couldn't even “stand the gaff” for over 1 vear 
and “folded.” 

Kor electrical wholesalers and their salesmen these 
figures point a moral, namely: Watch the newcomers 
closely and don’t let their accounts get too large on 
too old. In business management there is no subst 
tute for experience and the fellows that started dut 
ing the post-war 1945-48 boom still have to prove 
that they have the business acumen and a lot of plain 
guts to pull through the highly competitive conditions 
which mark the return of a buyer's market 

In this business it takes tens of thousands of dol 
lars worth of sales to produce the net profit that 1s 
lost when just one bad egg bumps vou for a thousand 
bucks so SPOT THEM BEFORE IS FOO 


LAE 


(See page 64 1n this issue. ) 


* 


Small Business Turns to RFC the Recon 
struction Finance Corporation is finding 1949 a veat 


of good business. Reason: With business. sliding, 
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many businesses—mostly small—that can't get a regu 
lar bank loan are turning to RE¢ Phis government 
corporation was set up specifically to loan money to 


businesses when they can't get it elsewhere 
In the last three months for which figures are 


avallable, applications to REC for loans were 40 pet 


cent higher than the monthly average of 1948 Phe 


~ 


monthly rate of applications is more than 800 a month 


and REC is granting about three-fourths of these 
reque Sts 

Most of REC's customers are small mainly be 
cause there are more sinall companies than large 
\bout 90 percent of its loans are for less than 
$100,000. 65 percent tor $25.000 or less C)ver the 
vears, most numerous borrowers from REC have beet 
service organizations, retailers and builders 

lately, however, the pattern has shifted somewhat 
lextile manufacturers, meat-packers, canners and bot 
tlers have been coming to RIC in considerable num 
hers Reason hese imadustries, for one reason 4 
another, have been hit hard by the business slump, o1 


they got caught ina period of talling prices 


Just anybody can't get an REC loan, though. Cor 
gress wrote into the law that borrowers must put up 
prime collateral—tirst and chattel mortgages, receiy 
ables or warehouse receipts, for instance his col 


lateral requirement is one reason that REC losses on 
this operation have been low--and a reason why RI 
is still in the business of making these loans In its 


17 years of operation, thr corporation has earned S4, 


nullion over and above tt operating expense 


* 


It Keeps on Booming “!lome building wil 
be d solid proy under general business during the next 
Ix months " Savs Business Heck after recently 


making an extensive surve\ 
Home-building-wise 1949 will be the second-best 


vear for post-war residential building, scoring equal 
or better than the 849,000 starts made in 1947 but not 
up to the 1948 record of 929,600) starts Phe article 
Uso pomts out that most of the speculative buildet 
ns they laid out 


at the start of the vear and where revisions were made, 


sav they are gomg ahead with the pl: 


the changes were more often upward than downward 
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Check the tarures you scl For. 


G-E TURRET LAMPHOLDERS 





Safety ... Hazard of falling lamps is virtually 


eliminated 


"4 Convenience... Lamps can be installed from 


either end of fixture with one fast, easy motion 


"a Economy... Turrets can take hard, rough 


to give long service—the sturdy metal construction 


is deyigned to stand hard usage. 


Availability ... Turrets are available in three 
sizes to simplify fixture design and to permit a wide 


selection of lamp arrangements 


handling without being damaged . . 


ment problems are eliminated. 


"4 Service All Turret working parts are made 


The slow process of replacing lamps with two 
hands is out when fixtures are equipped with 
General Electric Turret Lampholders. 


; costly replac ¢ 





W Etticiency... When fixtures have Turrets, lamps 


are not staggered but mounted in a straight line, 


thus giving maximum efhicient, shadowless lighting. 


When you handle fluorescent 
lighting fixtures that are 
equipped with General Elec- 
tric Turret lampholders, you 
really have some solid “talk- 
ing points” to help build 
sales. Check the features we've 
There are no clips or safety gadgets to fuss 
with when your fixtures are equipped with 
Turrets. Snug fit and uniform spring tension 


hold lamp securely in place automatically the features your customers 
keep firm contact 


listed here—you'll find they’re 


are looking for. For more in- 








Now, lamp changing is a fast, easy, one-hand 
operation. And there’s no need to worry about 
breaking lampholders, because Turrets are 
sturdy, can take rough handling 


GENERAL 











formation on G-E Turret 
lampholders address Section 
Q55-726. Construction Mate- 
rials Department, General 


Electric Company, Bridgeport 


2, Connecticut. 


Spring action is the secret of the Turret’s sim 





plicity of operation. To insert lamp just push n 
. Ow e / 
in contact plate and turn lamp slightly to seat a . Mp 
pins. Swing free end of lamp up and it slides a Tur, 5 
firmly into place. 'Nch 
y p The, Typ r Phokte,. ‘ m kes 
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Spot Them Before It’s Too Late ‘he me 
cantile agency Dun & Bradstreet, Inc., recently pub 


lished a study of New Business Enterprises in the 


United States which casts new light on the subject of 
failures 

\ccording to this study, there were in 1949 fully 
34 percent more business enterprises in operation than 
in the vear 1944, with the total number of concerns 
listed in the D & B reference book reaching an all-time 
high of nearly 2,600,000 at the end of 1948 

Phe sani period that provided such a larg Micrease 

established New 


of new concerns. als records im 


Faking a group of 4381 failure cases. re 


failures 
corded in 1948, which group included retailers, whole 
salers and manufacturers, it was found that only 23.5 
| 


percent had commenced business prior to 1944. The 


remaining 76.5 percent of the 1948 failures were made 


up of concerns that had started in 1944 or later. The 


1946 crop of neweomers accounted for the biggest 


single-vear bust-ups 183 or 27 percent of the 1948 
total—zwhen they w feo years or less in: business 
1947 aspirants to business success did even worse, for 
hey accounted tor 23.3 percent of the total because 
they couldn't even “stand the gaff” for over 1 veat 
and “folded i 

Kon electrical wholesalers and their salesmen these 


figures point a moral, namely: Watch the newcomers 
| accounts get too large on 


closely and don't let thei 
too Oo inagement there is no substi 


tute for experience and the fellows that started dur 


i i 
ing the post-wal 1945-48 boom still have to prove 
that they have the business acumen and a lot of plain 
guts to pull through the highly competitive conditions 
vhich mark the reti ( buyers market 

In this business it takes tens ot thousands of dol 
lars worth of sales to produce the net profit that 1s 
lost when just one egg bumps vou for a thousand 
bucks so SPO BEFORE IT’S TOO 
LATI 

See page 64 t S 


Small Business Turns 


struction Finance Cory 


to RFE The Reco 


nis hnding }949 a Veal 


Reason: Wath business) sliding 


77S 17 ra 
cay busine 
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manv busimesses— mostly small—that can't get a regu 


lar bank loan are turning to RE lhis government 
corporation was set up specifically to loan money to 
businesses when thev can't get it elsewhere 

In the last three months for which = figures are 
available, appheations to REC for loans were 40 per 
cent higher than the monthly average of 1O48 Phe 
monthly rate of applications is more than 800 a month 

and IR be IS vranting about three-fourths of these 
requests 

Most Ol RECs customers are small mamly he 
cause there are more small companies than large 
\bout 90 percent of its loans are for less than 
$100,000; 65 percent for $25,000 or less Over the 
vears, most numerous borrowers from REC have heer 
service organizations, retailers and builders 

lately, however, the pattern has shifted somewhat 
lextile manufacturers, meat-packers, canners and bot 


tlers have been coming to REC in considerable num 


bers Reason hese WMuUstries, Gor cone reaso! 
another, have been hit hard by the busin lump, « 
they got caught ina period of talling prices 

lust anvbody can't get an REC loan, thoug! ( 
vress wrote into the law that borrowers must put uy 
prime collateral lirst and chattel mortgage rece 
ables or warehouse receipts, lor mistanece Pha col 


lateral requirement is one reason that REC losses o1 


this operation have been low--and a reason why RI 
is still in the business of making these loa In at 
17 vears of operation the COrpt ition has earned S57 
nillion ( ind above it operating Expense 


It Keeps on Booming “tome building wi 


ea solid pre inder general business during the next 
sot} j { } ; > ] 

anit ' AVS f dle bi CC atte! recent 

iKINY a h i h ( 

Home-building-wise 1949 wall be the second-best 
vear for post-war residential bunlding, scoring equa 
better than the 849.000 starts made 1947 but not 

p to the 1948 record of 929,000 start he article 
Iso pomts out that most ol thre peculative builder 
au ire ¢ 1 | t the ~ 1 thie laid ou 

il the sta ( e vear and where revisions were made 
the change ere ( tel vard than downward 
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eo SHE WOR BARN WIRE 


Anaconda Durall Cable, the new Underwriters approved, completely 
reliable barn wire, sets a new altitude record for quality combined with 
rugged down-to-earth, long-lived economy. All the freedom-from-worry 
that goes with it is the biggest bonus any farmer could want. 


Durall is a non-metallic-sheathed wire with a rubber-like insulation of 
Neoprene and a heavy protective jacket of the same tough, flame-resistant 
material... with no fibrous coverings to rot or fray. 


Durall is strong electrically and physically. Both insulation and jacket 
are highly resistant to moisture, mold, rot and animal wastes. Durall will 
not support flame, is proof against most acids, alkalis and oils. This is a 
truly fungus-resistant cable. 


The Underwriters’ Laboratories, Inc. have approved DURALL as a ““Non- 
metallic-sheathed cable having adequate fungus-resistant, and other neces- 
sary properties for use in cow barns and other locations where it would be 
subjected to conditions of heat, cold, moisture, corrosive fumes and fungus.’ 
Anaconda Wire & Cable Company, 25 Broadway, New York 4, N. Y. «0 
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To electrical wholesalers all that means that demand 
for home wiring materials should continue at about the 
current level for the rest of the year. To those whole- 
salers who have been smart enough to install a first 
class show-room for residential lighting fixtures, the 
returns from that investment should be highly satis- 
factory. 

3ut—as is the order of the day in a normal market : 
Each order will go to the salesman who puts up the 
best fight for it. 


* 


Vets Dividend to Boost Business — About 
15 million customers are going to begin getting gov- 
ernment checks along about the Christmas shopping 
season, according to present plans. They’re the World 
War II veterans to whom the Veteran’s Administra- 
tion is now preparing to distribute dividends due them 
from their GI insurance payments. 

Total estimated payment will run to perhaps $2.2 
billion dollars—which figures out to about $150 per 
check. However, it’s expected that the vast majority 
of those eligible will receive considerable less than this 
average. Maximum payment of about $300 will go to 
veterans who've paid on their insurance for the full 
eight years it has been in effect. 

One thing is sure: The payments will give a wel- 
come boost to retail buying. Almost all of the fund to 
be expended will be spent, and only an insignificant 
number of veterans will stache their checks away in 
bank accounts or other savings. 

The first payments are expected to go out in early 
December, but the last checks won’t be mailed before 
the end of March, 1950. While an immediate boost 
in retail trade can be safely predicted because of the 
distribution, government economists expect the impact 
of this new spending to be felt for as much as a year. 


* 


Exclusive Dealing Contracts Many manu- 
facturers in all lines of business are facing a new de- 
cision: Whether or not to drop their exclusive dealing 
contracts with independent retailers—and set up 
agency arrangements instead, or open up their own 
stores. 

This is the result of an important decision handed 
down by the Supreme Court last month (June) in the 
anti-trust case against Standard Oil Co. of California. 

What the Court said, in effect, is this: 

Standard Oil's exclusive contracts cover a substan- 
tial number of outlets and a substantial amount of 
products. Therefore, the substantial lessening of com- 
petition is an automatic result—and this is illegal under 
the Clayton Act. 

The Court said it didn’t have to decide a lot of other 
questions because they weren't relevant. It doesn’t 
make any difference: That Standard’s share of the 
total business hasn’t increased under the contract ar- 
rangement. That Standard does not dominate the 
market. That the contracts were short-term. That 
competition may have thrived under the contracts. 
That competition may be lessened if Standard now 
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sets up agency agreements or buys outright indepen- 
dent dealers with whom it now has exclusive-dealing 
contracts. That the contracts may be of benefit to the 
dealer as well as Standard Oil. 

It was another 5 to 4 split, but a surprising one. 
Frankfurter wrote the majority opinion, Jackson wrote 
a dissent concurred in by Chief Justice Vinson and 
Surton, and Douglas—farthest left on the Court 
wrote a particularly stinging criticism of the majority. 

Jackson, Vinson, and Burton, in their dissent agreed 
that the contracts covered ‘‘a substantial number of 
outlets and a substantial amount of products E 
But this proof of quantity coverage doesn't by any 
means prove what the government has to prove, in 
their opinion: That the contracts actually did lessen 
competition, or might do so. 

Douglas in his dissent bitterly summarized the fail- 
ure of the anti-trust laws. “Big business has become 
bigger and bigger. Monopoly has flourished. Cartels 
have increased their hold on the nation. The trusts 
wax strong. There is less and less place for the inde- 
pendent.” Now the majority, said Douglas, by its 
decision promises to wipe out large segments of inde- 
pendent filling station operators. The oil companies 
will continue to compete, as they do now, he concluded, 
and will get an increasingly large share of both the 
wholesale and retail markets; but the small inde- 
pendent businessman will be supplanted by clerks 


* 


Clothes-Pins et al Many manufacturers of 
clothes-pins have complained to the Tariff Commission 
at Washington that they are being put out of business 
by clothes-pins made in Sweden and Mexico and im- 
ported under a 50 percent cut in duty which was 
granted under Hull’s reciprocal trade agreements. 
They demand that President Truman should cancel 
that 50 percent cut, which he has a right to do under 
an escape clause contained in the agreement. 

To judge by the amount of mail and the number of 
personal calls that we have had from foreign makers 
of electrical products it is not unlikely that before 
long some of our electrical manufacturers will want 
to follow the clothes-pin trail. 

In any event we would like to hear from any of our 
readers about electrical products of foreign manufac- 
ture that have come to their notice. 
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QUALITY... EFFICIENCY ...INSTALLATION COST 
ee MAINTENANCE COST... VALUE AND PRICE! 


Now with the “Challenger” you can sell Curtis Quality ... at a new low SEND COUPON NOW! 


price ... the very same quality, engineering and workmanship that has set 
Curtis Lighting, Inc. 

6135 W. 65th Street, Chicago 38, Illinois 

Gentlemen: Please send me FULL DETAILS and PRICES on 
the new “CURTIS CHALLENGER.” 


the standards for the lighting industry for over a half century. Now with the "Challenger" 
you can sell Curtis Design and Efficiency ... comparable to the best in the lighting industry 


at a price that will amaze your customer ... and still bring you an attractive profit. Sinninaauee 


ADDRESS 


CITY & STATE 


' 


FOR FULL DETAILS Sead Coupou “Joday! 


INDIVIDUAL'S NAME -_ 
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SOURCE The figures we use as basis for these monthly 
comparisons of performance in the electrical whole- 
saling field are collected and compiled by the Bureau 
of the Census of the U. 5S. 


Dept. of Commerce. 
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Business Index 
For the Month of April 1949 


SALES April sales of electrical goods wholesalers re- 
versed the trend that had been reported for the previous 
two months and decreased, for all classes of houses 
combined, 6 percent below the month of March. 

By class of house, full-line wholesalers showed a de- 
crease of 6 percent, wiring supplies-construction mate 
rials distributors a decrease of 7 percent and appliances- 
specialties distributors were off 5 percent. 

As compared with the same month one year ago sales 
were off, on the average for all types of houses, by 13 
percent with wiring supplies-construction materials dis- 
tributors recording the biggest decrease of 20 percent, 
appliances-specialties next with a drop of 18 percent 
and the full-line houses a decrease of 12 percent. 

Cumulative sales for the first four months of 1949 
were only 6 percent below the corresponding period a 
year ago. 

Sales trends on which this data is based were com 
piled from the reports submitted by a panel of 622 
electrical goods wholesalers with a total sales volume 
of $110,274,000. 










INVENTORIES Inventories of electrical goods whole- 


salers (valued at cost and for all classes of houses) at 
the end of April registered little change with a decrease 
of 1 percent reported as against the previous month of 
March. Inventories reported by full-line wholesalers 
dropped 2 percent; wiring supplies-construction mate- 
rials distributors off 3 percent, and no change recorded 
by appliances and specialties houses. 

Compared with the same month one year ago an over- 
all increase of 33 percent was reported with full-line 
wholesalers up 36 percent, no increase for wiring sup 
plies-construction materials houses, and appliances and 
specialties distributors up 18 percent. 

In terms of days’ supply and at the current rate of 
sales, April inventories represented about 67 days of 
business—the same as reported in March of this year 
but an increase of 23 days’ supply over that reported 


for April 1948. 
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ARE ALWAYS RIGHT 


THE BEST WIRE OR CABLE for a job?... 
trouble to be ironed out? See that your customers 
are always right, by calling in your Roebling 
Field Man. His knowledge and experience 
afford ready answers to wire and cable questions 


... he’s a trouble-shooter who shoots business 


come up. You'll find this technical assistance a 
profitable sales help... always available, a de- 
pendable builder of customer good-will, and 
making it easier for you to book additional orders 


for Roebling products. 


your way. 


As a Roebling electrical wholesaler, cash in on 


this service whenever questions and problems 


JOHN A. ROEBLING’S SONS COMPANY 
TRENTON 2, NEW JERSEY 


Branches and Warehouses in Principal Cities 


Active sales and service cooperation, however, is only one part of 
the Roebling program to help you win more business. The program 


is four-fold and gives you these other outstanding advantages: 


A COMPLETE LINE ... more than 60 types of wire and cable for every pur- 


pose ...all made to Roebling standards for long life and top performance. 


AGGRESSIVE ADVERTISING in business and industrial papers... full 


page color messages that reach your market fully and effectively... direct mail 
literature describing specific types of wire and cable. 


BRANCH WAREHOUSES strategically located and fully stocked to help you 


assure prompt, efficient delivery service. 


ATLANTA: 
BOSTON: 
CHICAGO: 
CLEVELAND: 
DENVER: 
HOUSTON: 

LOS ANGELES: 
NEW YORK: 
PHILADELPHIA: 
PITTSBURGH: 
PORTLAND, ORE. ; 
SAN FRANCISCO: 
SEATTLE: 


934 AVON AVENUE *® RAYMOND 2151 

51 SLEEPER STREET * LIB. 4373 

5525 W. ROOSEVELT RD. * CRAWFORD 6400 

701 ST. CLAIR AVE., N.E. & L.D. 249 & MAIN 5030 | | 
1635 SEVENTEENTH ST. * EAST 2684 & KEYSTONE @ 
6216 NAVIGATION BLVD. * WOODCREST 6-8316 | 
216 S. ALAMEDA ST. ®& TRINITY 1261 

19 RECTOR STREET *& WH. 3-5200 

12S. 12TH STREET & MARKET 7.2751 

855 W. NORTH AVENUE % FAIRFAX 2766 

1032 N. W. 14TH AVENUE %& BROADWAY 5456 

1740 17TH STREET * MARKET 8787 

900 FIRST AVENUE, SOUTH * MAIN 4992 


A CENTURY OF CONFIDENCE 
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REGIONAL ANALYSIS 


(CONSIDER! 1) with all 


A houses combined decreases in sales volume were re 


regionally and classes of 
ported over the previous month in all but the West 
North Central region. which reported an increase of 
1 percent. Compared to the corresponding month one 
year ago decreases ranged from 7 percent in the Middle 
\tlantic and West North Central divisions to 20 per 
cent in the Mountain region. 

Cumulative figures for the first four months of 1949 
compared to the same period one year ago showed only 


Middle Atlantic 
of 3 percent while all the others approximated the na 


one region—the with an increase 
tional average of 6 percent. 


Inventories in only two regions showed increases: 
the Middle Atlantic up 1 percent and the West South 
Central up 4 percent with all others reporting small 


decreases. 


APRIL, 1949 


Figures in this table apply to the geographic divisions 
as outlined and numbered in white on map above. 





SALES INVENTORIES 
April 1949 April 1949 

Compared in °/, with Trading Compared in %, with 

Mar. Apr. Region Mar. Apr. 

1949 1948 |(SeeMap) 1949 1948 
—2 —12 
—7 — 7 
—6 — 15 
bt li? 
—9 — 16 
—4 — 13 
—8 — 13 
—8 — 20 
—5 — 18 


ODOnovUhRwn — 
—-—-pAD—HPA—— 














TES COMPRISING GEOGRAPHIC DIVISIONS: RE 
N 1—Maine, N. Hamp., Vt., Mass., R. L., Conn.; REGION 
I. Y., N. J., Penn.; REGION 3—Ohio, Ind., Ill., Mich., Wis. : 


N 4—Minn,, lowa, Mo., N. Dak., S. Dak., Nebr., Kans 


50 


REGION 5—Del., Md., D. of C., Va., W. Va., N. C., S. C., Ga., 
Kla.; REGION 6—Ky., Tenn., Ala., Miss.; REGION 7—Ark 
La., Okla., Tex.; REGION 8—Mont., Idaho, Wyo, Colo., N 
Mex., Ariz., Utah, Nev.; REGION 9—Wash., Ore., Calif. 
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APPLETON 


EXPLOSION-PROOF 
EQUIPMENT 


For Hazardous Locations 


Dangers to life and property that lurk in the wiring 
systems of hazardous locations are permanently elim- 
inated when Appleton Explosion-Proof Equipment is 
used. 

These rugged malleable iron conduit fittings and 
lighting fixtures confine treacherous arcs that cause 
fires and explosions in chemical plants, oil refineries, 
hospital surgeries—all locations where explosive or 
flamable vapors, dusts or gases are present. 

Appleton Explosion-Proof Fittings are strong and 
unbreakable, roomy, truly threaded and machined, 
easy to install. And there is an Appleton Explosion- 
Proof Fitting exactly suited to every explosion-proof 
requirement. 

Any wiring job—explosion-proof or otherwise—is 
a better wiring job when Appleton Electrical Fittings 
are used. So save time and build sales. Meet all your 
customers’ wiring requirements with finest quality 
fittings from the 15,000-Item Appleton Line. Catalog 
information supplied on request. 


SOLD THROUGH ELECTRICAL WHOLESALERS 


APPLETON ELECTRIC COMPANY 


1734 WELLINGTON AVENUE ° CHICAGO 13, ILLINOIS 


Branch Offices: NEW YORK, 50 Church Street « DETROIT, 3049 E. Grand Bivd 
CLEVELAND, 1836 Euclid Avenue * SAN FRANCISCO, 655 Minno Street 
ST. LOUIS, 420 Frisco Bldg. » LOS ANGELES, 100 North Santa Fe Avenue « 
ATLANTA, 724 Boulevard, N. E. ° BIRMINGHAM, 429 
Brown-Marx Bidg. . MINNEAPOLIS, 305 Fifth St., S. 
PITTSBURGH, 414 Bessemer Bidg. «© BALTIMORE, 100 East 
Pleasant Street « BOSTON, 10 High Street » DENVER, 1921 
Blake Street * PHILADELPHIA, 1017 Cherry Street. 


Resident Representatives: Cincinnati, Dallas, Houston, Indianapolis, 
Kansas City, Milwaukee, Seattle * Export Representatives: 
International Standard Electric Corp.,67 Broad St., New York 4,N.Y. 

















"9600" 


Meter Connection Box 


Dependable, trouble free 

service is yours with the 

versatile “All-Service” 

Murray “9600” Meter Con- 

nection Box. Designed to 

accommodate modern bot- 

tom-connected Type A 

watthour meters, it is emi- 

nently satisfactory for 

either indoor or outdoor mounting. Available in 
either unpainted aluminum or rust-resisting steel 
with baked-on gray melamine finish. 


Greater depth provides 20% more wiring space. 
Only one seal is needed — hinged sealing cover 
does away with sealing studs and bar. Complete 
with meter test and connection block, and four 
formed copper test links. Detailed specifications 
are given in Bulletin No. 501. 


MANUFACTURING CORPORATION 


50 Years of Dervice lo the Electrical Sidustey 
1250 ATLANTIC AVENUE + BROOKLYN 16, NEW YORK 


SERVICE ENTRANCE & METER EQUIPMENT © MAGNETIC CIRCUIT BREAKERS 
SWITCHES * CURRENT LIMITING REACTORS * CROWS'NEST AERIAL LADDERS 











Fair Trade ‘Triumphs In 


Florida And California 


Southern State passes a new fair trade law after 1939 


law is ruled unconstitutional. California Legislature 


drops bill to repeal fair trade law in that State 


rALLAHASSEE—Th« 


strengthened 


cause of fair 
trade supporters was con- 
siderably here recently when the Florida 
Legislature passed a new fair trade law 
for its state by an overwhelming vote. 
In April, the Florida Supreme Court 
ina 6 to 1 decision had ruled a previous 


held 


that a manufacturer’s right to protection 


fair trade law invalid. The court 
for his trademark and brand name may 
be secured by law, but not when the law 


means a misuse of the State's police 


power. The Court said that this police 
power may only be exercised if an issue 
iffects “public morals, public health or 
It suggested that the old 


fair trade law did not serve the 


public sa fety ig 
general 
“the 


right of one group of citizens to advance 


‘ 


welfare but instead subordinated 
ie welfare of another.” 

The Legislature is the judge of the 
visdom of the regulation but the Court 
nay say whether the act is within con- 


titutional limits. It is particularly a 


udicial question whether the legislative 
t is for a private or public purpose. 

\lmost immediately following the Flor- 
a Court’s ruling, the legislators of both 
uses in that State prepared a new fair 
designed to meet the Court’s 
The bill 
;overnor Fuller Warren signed it June 


a 62 to 2 vote 


trade law 


jections. became law when 
shortly after passage by 
the Florida 


da 35 to 3 vote in the Senate. 


House of Representatives 


Flor- 


Anderson, president of the 


In commenting on the action in 
la, John W. 
\merican Fair 
| he Fl rida 


uished itself in two important ways. In 


Trade Council, said: 


Legislature has distin- 


ts new fair trade law, enacted recently, 


July, 1949 


it has reminded retail monopolists that 


their practice of using honored branded 
products at giveaway prices to lure cus- 
tomers into their stores, where they are 
sold less-known products at unconscion 
ably high prices, may fool and rob the 
innocent housewife but has been repeated- 


ly condemned by the Legislatures and 


the Courts of 45 of our 48 States and by 
the Supreme Court of the United States. 
“The 


ruthless retail monopolists, local and na- 


wealth and power of our most 
tional, has been built by the cunning use 
of this deceptive store-traffic lure against 
which the public, without the protection 
trade laws, have too 


of fair seems to 
little defense. Fair trade laws have the 
same purpose as laws against slot ma- 
chines and contidence rackets of various 


kinds.” 


SACRAMENTO 
held 


on a bill to amend the fair trade law of 


The legislative com 


mittee that hearings ‘here recently 
California killed the bill upon conclusion 
of the testimony. 

The American Fair Trade Council had 
effect of the bill would 


be to destroy fair 


claimed that the 


trade in California, 





FIFTY-YEAR MAN—Charles E. Mason 


second from right), president of 


Novelty Electric Co., of Philadelphia, one of the oldest strictly electrical 
supply wholesalers in the United States, presents a sterling silver platter to 
Charles A. Roth, vice president of Novelty, on the occasion of a staff dinner, 
celebrating Mr. Roth’s fiftieth anniversary in the service of the company. Mr. 
Roth started with Novelty as a counter boy, graduated to salesman, became 
vice president, but—even today he spends much of his time selling because 


that’s the job he likes best. 
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In a specification, it denotes the exact 
kind of lighting performance desired. “G” stands 
for General Diffuse lighting distribution; “45” for 
45° side shielding; “30” for 30° end shielding; 
“2” for a brightness in shielded zone of not more 
than 2% footcandles per square inch; “P”’ means 
Pendent mounting. 


For a fixture, those symbols mean that Electrical 
Testing Laboratories, Inc., after photometric tests, 
find it has those performance characteristics. 


Thus, it is now possible for the specifier to express 
simply and precisely the lighting performance he 
wants. And the buyer can now buy fixtures and 
know in advance how they will perform when 
installed. For, in addition to the Index System 
rating, complete photometric data, together with 
coefficients of utilization are supplied for each 
Fleur-O-Lier fixture, 


And the Fleur-O-lier label certifies that the fixture 
is “right” mechanically and electrically. 


Fleur-O-Lier Gives Complete Information — 


All the data needed to make an intelligent choice 
of fixtures is provided by Fleur-O-Lier. You get— 


1. An Index System Rating 
2. Photometric test data 

3. Coefficients of Utilization 
4. Certification 


You’re sure when you insist on Fleur-O-Lier. 





FLEUR-O-LIER 
Wanufacturers 


2116 Keith Building * Cleveland 15, Ohio 


Fleur-O-Lier is not the name of an individual manvfacturer, but of a group of 
fixtures made by leading manufacturers. Participation in the Fleur-O-Lier program 
is epen te any manufacturer whe complies with Fleur-O-Lier requirements. 


CERTIFIED 
im eccordence 

with Test 
Requirements of 
Specifications of 
Fleur-O-Lier Monulacturers 


ELECTRICAL TESTING 
LABORATORIES. INC 


NEW YORK Ww Y 
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which in 1931 became the first state to 
enact a fair trade law. 

lohn W. Anderson, president of the 
Council, said that the California proposal 
is the eighth unsuccessful attempt made 
during the past four months to destroy a 
State fair trade law. 

At the present time, Texas, Missouri 
and Vermont are the only States that 
do not have a fair trade law. 


Opening Of Wholesaler’s 
New House Draws 1,000 
CHARLOTTE, N. C.—The 


formal opening of the new headquarters 


recent 


of the Union Supply and Electric Co., 
electrical wholesaling firm of this city, 
drew an estimated 1,000 persons or more 
including leading architects, engineers 
and electrical contractors from the Caro- 
linas. 
Civic as well as industry interest in 


the expansion of this employee-owned 


1 


wlesaling firm was evidenced by the 
Mayor 
Victor Shaw and City Manager Yancey. 


\\ 


presence at the open house of 


The local chamber of commerce was rep 
resented by Floyd F. Kay, executive vice- 
president. 

Located at 1400 South Mint Street 
here, Union Supply and Electric’s new 
headquarters and warehouse building is 
designed to provide a maximum of serv- 
ice in the most efficient manner possible. 
Features include: Adequate parking 
space for customers; arrangement that 
allows customers to drive into warehouse 
and load heavy equipment during bad 
weather; and a storage setup that per 
mits the loading of conduit directly from 
racks to customers’ trucks. 

Product displays and showrooms ar¢ 
emphasized at this wholesaling firm’s new 
exhibits feature 


establishment. These 


wiring devices, fans, transformers, mo- 
tors, wire, controls and lighting 
Outstanding among the displays is the 
lighting showroom. Demonstrations of the 
oper mounting and application of light 


g fixtures is facilitated by the use of 


ree ceiling levels. Backgrounds simulat- 
ng home conditions are used to set off 


sidential fixtures. The completeness and 
nique arrangement of this showroom 
rompted one of the visitors, Roy Palmer, 


erchandising manager of the Duke 


ower Co., to describe it as “one of the 
est lighting exhibits I have ever seen.” 
lhe officers of the Union Supply and 
A. Wilkinson, Jr., 


Sidney Evans, vice-presi- 


1 


ectric Co. are: T. 
esident; J. 
me's.) 4. 


easurer; Peggy Holt, assistant secre- 


Wilkinson, secretary and 


ry and assistant treasurer; R. Homer 


line, sales manager; and Norman Tin- 
ll, illuminating engineer. The company 
as formerly located at 606 South Mint 
treet in this city. 
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OFFICIAL GREETINGS—New York City’s Mayor O’Dwyer shakes hands 
with Angus Mitchell (left), president of the Rotary International, as A. H. 
Nicoll (next to Mayor O’Dwyer at the right), president of both the Rotary 
Club of New York and the Graybar Electric Co., looks on. Others in the 
group are top officials of the Rotary International who attended a reception 


held for them by the mayor during their organization's 40th annual convention 
in New York. 


N.Y. Rotary Under Nicoll 


Host To Intl. Convention 


NEW YORK—A. H. Nicoll, presi 
dent of the Graybar Electric Company, 
delivered the welcoming address at the 
40th annual convention of the Rotary 
International recently held in this city 
with approximately 20,000 Rotarians, 
their wives and families from more than 
50 countries attending. 

In his capacity as president of the host 
club, Mr. Nicoll rounded out an active 
week of meetings and receptions, includ- 
ing a radio and television appearance 


His speech of welcome, delivered before 


an audience of 10,000 at the first plenary 
Madison 


voiced Rotary’s support cf the United 


session in Square Garden, 
Nations and urged Rotarians to take 
York’s 


practical lesson that people of different 


back to their homelands New 


nationalities, races and creeds can live 
peacefully side by side. 

\n active Rotarian of long standing, 
Mr. Nicoll transferred from the Rotary 
Club of San Francisco to the Rotary 
Club of New York in 1939. He has been 
a member of the New York club’s board 
of directors for four years and was unani- 
mously elected as president: last May 
One of his chief interests is work among 


underprivileged children 





Government Power Policy 


Scored At EEI Meeting 


ATLANTIC CITY 


man and the federal administration were 


President Tru 


criticized severely here recently by in 
dustry leaders addressing the 17th an- 
nual meeting of the Edison Electric In- 
stitute. 

Speaking to more than 3,000 delegates 
of the power and light industry attend- 
ing the opening session, James H. Mc- 
Graw, president and chairman of the 
board of the McGraw-Hill Publishing 
Co., pointed out that the Pacific Gas & 
Electric Co., serving northern California, 
had overcome a power shortage by the 
end of 1948, while the federal govern 
ment, Power 


through the sonneville 


Authority, serving the Pacific Northwest, 


has a present power deficiency of 100,000 
kilowatts and prospects for 600,000 and 
700,000 kilowatts in the near future 

Mr. McGraw said that President Tru 
man, who through jgnorance. or worse 
accused the Pacific Gas & Electric Co 
of having “so little faith in the future 
of its area that it refused to be ready 
to meet the load,” 


to the sad conditions in the Northwest 


himself contributed 
by stopping new federal construction 
projects, including McNary Dam, for six 
months. 

Mr. McGraw emphasized that the in 
all-out battle 


against the federal administration's econ 


dustry must wage at 


omic and fiscal policies designed to 


socialize American industry in general 
and the electrical industry in particular 
“Other industries are merely threat 


ened with nationalization,” Mr. McGraw 





Title 608 Project: Courtesy James G. Ludwig, R. A., Architect, West Chester and Upper Darby, Pa. 


: : —— . itchi PD 33nrs—externaity operatin 
Architects, builders and electrical contractors are switching i) Stems aussen caeauem wun 
to GENERAL SWITCH equipment because it is: BRANCH-CIRCUIT PANEL—30 Amp, 

: i 3 wire, 2 ee fuse quick-break knife blade switch 
Available everywhere through leading wholesalers—No lost with four plug fuse branch circuits. Bus-bars between 


: es . , tch and fuse block save wiring time. 
labor time waiting for GENERAL equipment to reach the job. oe 


Economical to install—Takes less time to install because of 
compact open construction, integral internal conductors and 
spacious wiring room. 


Thoroughly dependable — Quality materials, rugged design, 
and rigid factory inspection. 


ERE are three units of GENERAL equipment which have 
been “application engineered” for and are particularly 
well suited to low-cost housing construction: 


GENERAL SWITCH 33NP4—Ideal selection where an externally oper- 

ated switch is required in combination with a residence panel at the 

point of service entrance. Has the advantage of dead front branch cir- - 

cuit fuses yet the entire unit is readily accessible with spacious wiring BRANCH CIRCUIT PANEL Available tn 30 or 60 Amp 

room. Also available in raintight construction. with up to 6 branch circuits or in 60 r= 4 with as 
many as 12 branch circuits. Surface or flus 

GENERAL SWITCH 3614— Where a pull-out switch may be used, this 

equipment offers economy, versatility and compactness. Available for 

flush or surface mounting. Has sub-feed pressure connectors which 

may be used as main lugs, leaving the pull-out switch available for 

range, water heater or other circuit. 


GENERAL SWITCH 33NP and 104— When it is desirable to have the 
branch circuit fuse panel conveniently located remotely from the 
switch, this service entrance switch and plug fuse panel has wide 


acceptance. Residence panel available for flush or surface mounting. SSNPERTERNALLY 1046—BRANCH-CIRCUIT 
. — — ‘ OPERATED SAFETY or RESIDENCE PANEL— 
For availability, economical installation and trouble-free per- Switcn—3 wire, 2 plug Available =p to Fe plug 

. ° . - e circuits sh spring 
formance the switch is to GENERAL. Available everywhere blade switch for use 8s catch. Surface or flush. 
exclusively through Wholesalers. service entrance equip- 
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7 SWITCH CORP. 


49 ROEBLING STREET, BROOKLYN 11, N. Y.*Sales Offices in every major city 
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tinued, “while the electrical power 


dustry is in the process of being na- 
tionalized today.” Nationalization is ¢ 
nomic cancer in an advanced stage, 
McGraw warned. 

He urged the power industry to or- 
ranize and devise a program that would 
feasible 


ecoromically and so clearly 


the public interest as to fin | acct 


“If it is in the public 


ptan “¢ 
with the people. 
interest to control private power through 


es 
PUDIIC 


lecal regulation, then it is equally in the 


interest to take control of federal 


rower out of the hands of the bureau- 
rats in Washington and place it in th 
hands of the people it serves,” Mr. Mc- 
Graw concluded. 

At a 


dent Truman was criticized again when 


later conference session, Presi- 
Charles E. Wilson, president of the Gen 
cral Electric Co., charged him with b 
“two-minded about big business.” 

Mr. Wilson said that Mr. 
inions concerning the size of business 
The 


pointed out, that he 


Truman's 
ere not consistent. President has 
said, Mr. Wilson 
world rather see a 

| 


ompanies with assets of 4 million dol- 


thousand insurance 


lars than one company with assets of 4 


billion, and that he would rather see a 


hundred steel companies instead of United 
thousand banks in 
National City Bank. 


President 


States Steel, and a 
pla e of one 


“Yet the 


ent which 


heads a 


govern- 
runs the largest insurance 
the Social Secur- 


> 


ity Administration, and also the Recon 


iness in the world 
struction Finance Corporation, the Com 
munity Credit Corporation and the Mari- 
me Commission, each of which is the 
argest in its respective field—bank, grain 
dealer and merchant ship operator,” Mr. 
Wilson 
He pointed to the “largest business in 
United 
collects and some 
year. Apparently Mr. 
make all of 
ger, Mr. Wilson suggested. 


said. 


the world,” the States Govern- 


nent, which spends 


rty billions a 


] 


lruman wants to these 


The General Electric’s president issued 
call for 


npetition in business, 


action against government 


saying: “At the 


FROM BOOTH TO BANQUET—Agents and home office personnel of All- 
Steel Equipment, Inc., of Aurora, IIl., who conducted their company’s booth at 
the N.E.W.A. convention in Cincinnati, also attended a business meeting and 
were later feted at a banquet held by All-Steel at the Hotel Sinton in that city. 





very least, we can be sure that national 
ization of all American industry will be 
much easier of accomplishment once the 
taken 
over by the government—so this strikes 


electric power business has been 


me as a good place to stand and fight.” 


Lindseth Elected 

Elmer L. Lindseth, president of the 
Cleveland Electric Illuminating Co., was 
elected president of the Edison Electric 
Institute for one year at a meeting of 
the Institute’s 42-man board of directors. 
Louis V. Sutton, president of the Caro- 
lina Power & Light Co., was elected 


H. 3: 


vice-president and 


vice-president, and Jennion was 
re-elected 


director. 


managing 


W ASHINGTON—Shortly 
president of the 
Institute, 


tak- 


Edison 


after 
ing office as 
Electric Elmer L. Lindseth 
declared that the power industry’s battle 
to provide light and power for American 
homes and industry is “over the hump.” 

Mr. Lindseth, president of the Cleve- 
land 


Electric [lluminating Co., was here 


with a group of other leaders in_ the 


power ‘ndustry to make a progress re 
port on their industry’s 6-year construc- 
tion program. 

Lindseth said, 


“Since the war,” Mr. 


“the privately owned power companies, 
which provide 85 percent of the nation’s 
electric utility service, have spent more 
$4,500,000,000 to expand and im- 
By 1951, he added, 


the companies will have invested more 


than 
prove their service.” 


than twice that sum in a 6-year con- 
struction program. 

In 1947 and 1948 
supply was stepped up by the addition 
of more than 5,000,000 kilowatts, he said 
5,500,000 kilowatts 
added and in 1950 and 1951 still 
another 5,000,000 kilowatts will be added 

“In all sections of the country, except 


the Northwest,” said Mr. Lindseth, “the 


alone the power 


This year another 


will be 


margins of power supply over power 
demand are now substantially above last 
1951 
mal.” Mr. Lindseth said that by the end 
of 1951 the 


rver $9,000,000,000 in post-war construc- 


vear, and by reserve will be nor- 


industry will have invested 
tion. 


The most disturbing influence bearing 
(Continued on page 86) 





RECENTLY apr-inted to top sales posts in G. E.’s Lamp De- 
partment at Nela Park were the following men (from left to 
right): O. H. Young, assistant manager, general sales division; 


sales; W. 
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and managers E. D. Stryker, utility and fixture promotion; 
R. E. Worstell, quantity consumer sales; 


T. C. Ohart, retail 


E. Davidson, original installation sales. 





You Can Lose Only. Once 


By James H. McGraw, Jr. 
President and Chairman 
McGraw-Hill Publishing Company* 





James H. McGraw, Jr. 


VER since my publishing ¢a- 
reer started on Electrical World 
34 years have taken 
great pride in my association with the 
electrical industry. So | 


ago, I 


welcomed 
this opportunity to survey with you 
the situation in which the industry 
finds itself today, and to suggest a 
course of action. 

\s a publisher to the electrical in 
dustry ever a long period, I count 
myself as one of you and will con- 
tinue to share whatever tasks need 
doing to improve our service to the 
public. Further, | want to contrib- 
ute whatever I can to help awaken 
the public to the dangers of economic 
autocracy which a centralized gov- 
ernment in Washington is attempt- 
ing to impose upon us. It is in such 
a spirit that I use the term “we” 
in this discussion. 

Others in this pro- 
gram will deal with the technical, 
financial and administrative prob- 
lems which confront our industry. 


convention 


It is my purpose to concentrate 
on the problem arising from the 
efforts of the federal administra 


58 


tion, through its economic and 
to socialize Amer- 
ican industry in general and the 
electrical industry in particular. 


Those efforts have culminated in 


fiscal policies, 


a series of proposals which al- 
submitted to 
The two most impor- 
tant of these proposals, taken to- 
gether, constitute a pincer attack 
on our free industrial economy. 
One prong is a continuing pro- 
gram taxation on a 
scale that will cripple the capac- 
ity of private industry to finance 
its needs for new plant and equip- 
ment. The other is a grant of au- 
thority to the federal administra- 
tion allowing it to provide new 
plant equipment whenever the 
President decides that private in- 


ready have been 


Congress. 


of federal 


dustry is not, in his opinion, ex- 
panding adequately. 

Specifically, Truman 
continues to urge that Congress 
approve an additional tax levy of 
$4 billion, largely on corporate 
profits. That would be in addition 
to the thirty-eight cents that now 


President 
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is taken out of each dollar of cor- 
porate profit. If Congress takes 
more billions from the prospective 
profits of American industry, it 
will raise havoc with industry's 
ability to supply itself with the 
necessary new plant and equip- 
ment. When advocates of this 
program drain corporate profits 
on this high scale, they are drain- 
ing the life-blood of American 
industry. And they know it. 
The other prong of this drive 
toward socialism is called the 
Stability Act of 1949, or the 
Spence Bill. I have denounced 
this bill as the most vicious pro- 
posal ever introduced in Con 
I repeat that charge here. 
The Spence Bill allows the fed 
eral government to take over by 
providing whatever industrial ex- 
pansion government officials may 
deem necessary. This 
tion of purposes is and 
dangerous. First, it cripples the 
ability of industry to finance its 
own expansion, and then it au 
thorizes government financing 
and government operation of the 
very expansion that it has pre- 
vented industry 
for itself. 
I have 
times in 


gress. 


combina- 
vicious 


from providing 
been criticized many) 
high government and 
labor circles for calling that “‘so- 
cialism.” Those behind the pro- 
gram apparently do not like that 
label. But I see no reason what- 
ever to modify it. This program, 
in my opinion, is more deliberate, 
more determined, and more care 
fully planned than any similar 
socialistic program heretofore at 
tempted in this country—even 
under the New Deal. 

In their struggle to socialize 
our basic industries, the 
nents of the 


pre po 


program can_ lose 


many battles and yet come back 
again and again. But industry can 
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You can lose only once! And—that “you” means you, 
Mr. Electrical Wholesaler, Mr. Salesman, Mr. Manu- 
facturer and Mr. Contractor! 


When Mr. McGraw delivered the address of which 
pertinent excerpts are quoted here, he was talking to 
the members of the Edison Electric Institute, who 
collectively represent the privately financed and pri- 
vately operated but government-regulated electric 
power industry. 


What Mr. McGraw said deserves the careful reading 
and study of every person who depends directly or 
indirectly on the manufacture and sale of products 
used in the generation, transmission and application 
of electric power. 


Nationalization cf any industry would mean more than 
just war-time controls, and you know that even now 
some of the war-time controls have never been re- 
linquished. Nationalization of the power industry 
would mean practically just one customer in the whole 
country for many electrical products, such as generat- 
ing, transmission and distribution materials, so that 
taking ever the plants where those goods are made 
could well follow as an obvious “necessity” to the 
economical operation of nationalized electric power. 


Nationalized power from there could readily justify 
taking over the distribution ofall other electrical 
products. Proponents of that plan would argue that 
covernment financed “co-operatives” through R.E.A. 
have “demonstrated” the feasibility of providing 
“cheaper” power, materials and appliances to power 
users through that type of distribution, than when 
privately financed and operated power companies, 
wholesaling and retailing establishments perform 
those functions. 


Indeed, it is not just a “red herring” assertion to say 
that nationalization of any one branch of the electrical 
industry could readily lead to nationalization of all its 








four branches, because the interdependence of each 
group upon the other is readily acknowledged. 


From there nationalization could readily extend its 
tap-roots into practically every business operation for 
the activities of those four branches cut squarely 
across the economy of the entire country, from power 
generation through hundreds of thousands of manu- 
facturing plants, wholesaling establishments and re- 
tail stores down to the millions of consumers who buy 
electric power and the things it activates, such as 
motors, machinery, lamp bulbs, washing machines, 
electric irons, etc. 


That’s perhaps the reason why Mr. McGraw refers to 
the 20 percent of power that is today generated in 
government-owned plants as “the beachhead that has 
been established in the power industry.” 


It is indeed a “beachhead” and one that holds such 
sinister implications that all who believe in the Ameri- 
can system of free enterprise should unite to prevent 
further expansion of it. 


If allowed to expand that beachhead through the 
ready and far-reaching arteries of the electrical in- 
dustry, the prophets of nationalization of industry 
would gain a national network of communication equal 
to none and through it could readily fasten its tentacles 
upon any industry or enterprise which requires electric 
power for its existence. 


Only through eternal vigilance and immediate and 
carefully organized resistance to any further penetra- 
tion of the power industry from that government 
owned and controlled beachhead can private industry 
and free enterprise hope to hold the line where it is. 


Helping to hold that line is the duty of all who earn 
their livelihood in any branch of the electrical 
industry. 


The EDITOR 





lose only once. For when we em-_ lion more of federal investment 
bark upon the nationalization of is proposed, either directly in 
industry, it will be difficult if not 
impossible to reverse the process 


to confine it. Nationalization 


power 


control works. 


facilities 
through power-dependent water- 





vestment capital. 


or indirectly become a dominant part of 








But once built, these facilities 


country’s power supply. It is one 
thing to fit 35,000 kilowatts of 





is economic cancer in an advanced 
stage. 

Other of our industries are 
merely threatened with nationali- 
zation; the electric power indus- 
try is in process of being national- 
ized today! 

Already, we have about $3 bil- 
lion of public funds invested in 
federally owned or _ controlled 
power facilities. Already nearly 
20 percent of electrical power is 
generated in public plants. This 
proportion has doubled in less 
than ten years, and tripled in fif- 
teen. It should be noted that the 
increase has been due almost en- 
tirely to expansion of federal 
plants. The ratio in non-federal 
public plants has stood almost 
onstant, at around 6 percent, dur- 
ng that period. 

And now, as the Hoover Com- 
nission reports, nearly $40 bil- 
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The power from these massive 
projects will be marketed by fed- 
eral agencies. These agencies are 
not subject to the same limita- 
tions or restrictions that encom- 
pass your company operations. 
They have the backing of the 
federal government. And if the 
present $3 billion federal invest- 
ment makes your government an 
unfair and destructive competi- 
tor, what will be the situation 
when this investment is increased 
by $20 billion or $30 billion or 
$40 billion? 

There is still another reason 
why I am concerned about this 
huge impending federal invest- 
ment. Most of the contemplated 
facilities will be remote from the 
load centers, will require costly 
transmission, and will be devel 
oped at costs that would be 
shocking to trustees of private in- 





Fort Peck power into the exist- 
ing picture, as has been done. It 
is quite another thing to fit 41,- 
060,200 kilowatts of authorized, 
underway, and proposed capacity 
into existing systems. 

By sheer magnitude of this gov- 
ernment investment and capacity, 
the question of government ver- 
sus private ownership will pass 
out of the realm of ideological 
controversy. And before the pub 
lic is aware of it, the government 
will be in the power business so 
deeply that nationalization will 
be an inevitable outcome. 

What is responsible for this 
trend? 

The force behind this trend is, 
in part, a world-wide drift toward 
State Socialism. This move had 
its advocates for many years, but 
it derived its great impetus from 
the desolation and despair caused 


59 


FROM GENERATING EQUIPMENT, of which these two 


integral part, comes the flow of electricity that is a major contributor to America’s standard of living. 


by the depression that followed 
World War I. It was reflected in 
New Deal. It attained 
full stature in the police states 
of Hitler, Stalin. 
It is being vigorously promoted 
socialistic 


our own 


Mussolini and 


Truman’s sub 
sidy State. 
It is 


under 
easy to understand why 
millions in Europe and Asia, even 
those who fought so gallantly and 
sacrificed so utterly during World 
War II, their 
weariness and despair by the cruel 
those 
relief and security at the hands 


were swayed in 


promises of who offered 


of government in exchange for 
freedom. 

But here in America, where our 
people enjoy the highest standard 
of living ever known to man, 
surely here are found neither soil 
nor climate favorable to the nat 
ural Yet 
there are many in our government 
who 


growth of socialism. 


are doing their utmost to 
transplant it and to 
here. 

What a travesty it is that the 
the nation to 


which the whole world is turning 


nourish it 


government of 
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for moral and material support 
should even now be contriving to 
the institutions that 
make us able to help our friends 


abroad! 


undermine 


But aside from the world-wide 
situation, the trend toward na- 
tionalization in our power indus- 
consider- 


trv is due also in very 


able measure to conditions within 
the electric power industry itself. 


Public inflamed 
and the industry—good, 


bad alike 


discredited in the public esteem 


opinion was 
whole 
and indifferent —was 
by the actions of some people dur- 
ing the “era of wonderful non- 
following World War I. 
Yet the generally 
of the industry since its inception, 


sense” 
fine record 
its splendid accomplishment in the 


late thirties, and its imecompara- 
able performance during and since 
the not had 
recognition. Our lack of unity as 
an industry and our lack of cour- 


age have prevented us from build- 


war, have deserved 


ing a return to public esteem and 

recognition which our record jus 

tifies. 
Further, 


clever propaganda 
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stator halves for a 16,000 KVA waterwheel generator are an 


Westinghouse photo. 


which has taken seed both in go\ 


ernment and in business circles 


has convinced many sincere be 
lievers in the free enterprise sys- 
tem that socialism in the power 
field is different 


other forms of socialism. 


somehow from 
There is our situation today. 
If we are to stop the trend toward 
nationalization, we must recog- 
nize that both these conditions | 
have mentioned—the world-wide 
trend to socialism and the special 
vulnerability of our own indus 
try—have their sources in public 
attitudes. And the attitudes of 
any person toward “the utilities” 
is primarily his attitude 
his own utility. 
Obviously, then, our first task 
is to back up the intelligent, sin 


toward 


cere and consistent performanc: 
of each company by equally vig 
orous education of its customers 
the that 
performance. Good performance 
not sufficient. It must 
be sold to your customers, 
they will take it for granted. 


as to essentials of 


alone 1s 


or elsi 


For example, each company o! 
system has the opportunity and 
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the responsibility to tell its own 
public something about the engi- 
neering skills, the organization, 
the equipment and the capital 
funds that are necessary to pro- 
vide proper service, and why the 
service it provides is adequate or 
inadequate. Its customers should 
know where the funds come from 


and what conditions are necessary 


to keep them coming. They should 
be shown simply and convincing- 
ly the effect of government poli- 
cies on the flow of those funds. 

Many people still have the false 
notion that federal power proj- 
ects provide yardsticks to keep 
private rates under control. They 
can be shown that this notion is 
a myth and that, quite to the con- 
trary, the taxes paid by the pri- 
vate utilities help to make up the 
deficits of federal operation. 

A postwar congressional study 
asserts flatly that the rates now 
charged by existing federal power 
sources must be more than dou- 
bled if the projects are to pay 
their way. Do your 
that when Congress 
voted the money for those proj- 


customers 
understand 


ects, it was promised that they 
would be self-liquidating ? 

Your customers are not yet 
aware that they have more to fear 


from the unregulated monopolies 


TO PROTECT the benefits of electricity for all those whom it 
so vitally concerns a united industry must work out a program 


of Big Government and Big La- 
bor than from the regulated mo- 
nopoly in the power field. 

Most important of all, most 
people do not realize that na- 
tionalized power is failing, wher- 
ever it has been tried—not only 
abroad but in our own country! 
You know that in France, where 
the power industry has been na- 
tionalized for two-and-a-half 
years, rates have been boosted as 
much as 1000 percent in some 
Despite this, the utility 
operation there is in red_ ink. 
Moreover, the French power in- 


areas. 


dustry is so over-centralized and 
so infected with politics that good 
service at reasonable rates is out 
of the question. 

You know that the British peo- 
ple have had a similar experience 
with their experiment. The Brit- 
ish Electricity Authority took 
over a little more than a year ago 
and already has failed by 50 per- 
cent to meet its capacity sched- 
ules. Shortages will continue at 
least until 1953. Even now rates 
are being standardized by bring- 
ing the lower-priced districts up 
to the higher. Note that in prac- 
tice on that nationalized system, 
the leveling of rates is upward, 
not downward as our people are 
led to expect. 
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You know all this, but do your 
customers? And, particularly, do 
they know that on our own Pa- 
cific Coast is a fine example of the 
difference in actual performance 
between private federal 
Here is proof which is 
close to home. 

The and Electric 
Company, serving northern Cali- 
fornia, came out of the war with 
very little reserve capacity. Up 
the coast, the Northwest 
Power Pool, dominated by the 
Bonneville Power Authority, was 
a little better off, but 
equally urgent task of 
capacity 


and 
power? 


Pacific Gas 


Pacific 


faced an 
increasing 
to meet an expanding 
demand. 

30th went to work, but with 
dramatically different results. By 
the end of 1948, northern Califor- 
nia had ample power for ever, 
need, and is safe for the future, 
thanks to the aggressive action 

But in 
the fed- 
through Paul 


Power 


of the private company. 
the Northwest, 
eral government, 
the Bonneville 
Authority, has publicly assumed 


where 
Raver of 
responsibility for area generation, 


curtailment 
will 


power and 


even ra- 
continue for years. 
With a present deficiency of 100,- 
000 kilowatts and prospects of 
600,009, and 700,000 and 800,000 


tioning 


that will be sound, feasible and so clearly in the public interest 
as to find acceptance with the people. Con. Ed. of N. Y. photo. 
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kilowatt deficiencies in the future, 
the economy of the Northwest 
may be set back for a long time 
to come. 

The details of that story might 
startle some of your customers. 
For example, President Truman, 
who through ignorance or worse 
accused Pacific Gas and Electric 
of having “so little faith in the 
future of its area that it refused 
to be ready to meet the load,” 
himself contributed to the sad 
condition in the Northwest by 
stopping new federal construction 
projects, including McNary Dam, 
for six months. 

I warn you it will take courage 
to educate your customers to 
these and similar facts. 

But despite critical reactions, 
you must not pull your punches. 
We dare not risk further national- 
ization of industry from the beach- 
head that has been established in 
the power industry. The public 
must learn that socialism is reac- 
tionary, that it is the oldest fraud 
in history, that only freedom is 
new and progressive. 

For years, many utility opera- 
tors have viewed the federal gov- 
ernment’s invasion of the power 
business with complacent detach- 
ment. It was a long way from 
home to the Tennessee Valley, 
the Pacific Northwest and the 
Arizona-California desert. The 
strong, cohesive systems north of 
the Ohio and east of the Missis- 
sippi found it easy to write off the 
isolated federal plants such as 
Fort Peck, Denison, and Norfolk, 
whatever may have been their 
misgivings as to the principles 
involved. 

Sut today when I look from 
my office window at the broad 
expanse of the Hudson River, | 
see an outstanding power river. 
Since Congress approved the New 
Johnsonville steam plant, the fed- 
eral planners no longer are tied 
to mountain streams. Today the 
Hudson has become a magnifi- 
cent federal power river. It is 
full of condensing water, and a 
vast market lies only a block away. 

And what is true of the Hudson 
is true of the Delaware, the Ohio, 
the Potomac, the Illinois and the 
Connecticut—to mention but a 
few. Today, federal competition 
is as real a threat in the East as 
it is in the West. I find it diff- 
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cult to remain detached or smug 
and complacent in face of a 40 
billion dollar investment program 
for federal power, 

No, so long as you are in busi- 
ness, you cannot detach yourself 
from the fight against socialism. 
And so long as you are in the elec- 
trical power business, you cannot 
detach yourself from any part of 
the fight against nationalization 
of power. As to that basic issue, 
every man in the industry must 
have a national as well as a local 
viewpoint. 

The time now has come when 
the power industry must face up 
to the realities of its present and 
prospective situation, and must 
decide on a course of action. As 
I see it, there still remain three 
possible choices: 

FIRST, it might accept the 
present situation as being beyond 
remedy and elect to live with fed- 
eral power as a neighbor and 
competitor while resisting further 
encroachment. In my judgment, 
such a position is untenable. That 
surely is a forlorn hope. Any ef- 
fort merely to prevent extension 
of federal power would be inter- 
preted to any by the public as 
obstruction for self-interest alone. 

SECOND, the industry might 
move to buy and absorb existing 
federal power facilities. However, 
desirable such a course might be, 
from a technical and economic 
viewpoint, I do not believe that 
it would be politically feasible at 
this particular moment. But we 
cannot stand still. 

This leaves a THIRD possible 
course. It rests on the accepted 
principle that electric power must 
be responsive to the will of the 
people it serves. If it is in the pub- 
lic interest to control private 
power through local regulation, 
then it is equally in the public 
interest to take control of federal 
power out of the hands of the 
bureaucrats in Washington and 
place it in the hands of the people 
it serves. 

It will be very difficult to ap- 
praise and master the complex 
problems of engineering, finance, 
administration, and of commer- 
cial, governmental and public re- 
lations that are involved in such 
an undertaking. Yet | know that 
there are in this industry enough 
men with the boldness and the 


resourcefulness necessary to work 
out a program that would be eco- 
nomically sound, feasible, and so 
clearly in the public interest as 
to find acceptance with the peo- 
ple. The power industry must 
call upon those men to organize 
now and devise a practical pro- 
gram to that end. 

It seems te me that we would 
get help from powerful sources 
for any such plan. Certainly the 
regulatory commissions should 
lend aid. The municipal utilities, 
power other 
non-federal power groups have as 


cooperatives and 


much to lose as we do, if the 
trend toward nationalization con- 
tinues. Today, public power is in 
a fair way to become the preserve 
of the Department of the Interior. 
Those in Washington who talk 
about Interior becoming the pub- 
lic power holding company are 
not talking in jest. And remem- 
ber, when the British and the 
French governments nationalized 
their power industries, they swal- 
lowed up every municipal opera- 
tion along with the private. That 
is the pattern for our planners. 

Above all else, before the drive 
toward nationalization of power 
can be halted, a united industry 
must offer the public a fair, con- 
crete and workable proposal as 
the alternative to the promises 
of the federal planners. We can- 
not fight something with nothing. 
We must develop a positive pro- 
gram that we can be for; and not 
continue always to be against the 
programs of others. I cannot help 
but feel that a bold and aggres- 
sive industry with unity and cour- 
ageous leadership could have fore- 
stalled some, at least, of the 
earlier federal projects, such as 
TVA and REA. 

[ believe that we can win pub- 
lic support for a positive pro- 
gram. I believe that such a pro- 
gram is in the public interest. | 
believe that we cannot stand sill 
and survive as a free industry. 
I believe that “freedom is not a 
heritage, but a conquest for each 
generation to win or lose.” 

And—You can lose only once! 


"An address delivered before the Seven- 
teenth Annual Convention of the Edison 
Electric Institute, Atlantic City, N. 
Vay 31, 1949. 











When A Customer’s Credit 


The Smart Salesman 


By Howard Emerson 





Pacific Coast Editor 


HE time has come for all good 


electrical wholesalers’ sales 

men to come to the aid of both 
their and = their 
through close attention to the credit 


standing of their 


customers firms 


contractor and 
dealer customers. 

The place of the salesman in the 
credit electrical 
held 
reporter for his company's credit 


operations of an 


wholesaling house—both as a 


AN 


manager, and as a counsel and guide 
to his customers in credit and busi- 
ness management, became nearly a 
lost art during the war years when 
practically all operations were gov- 
ernment financed. 
return of 


(nd the expected 
the salesman to this im- 
portant part of the wholesaling busi- 
ness during the last three years was 
delayed because of the tremendous 


volume of bus-ness that made almost 


me ae" 


CLOSER ATTENTION to the operations of his customers in competitive periods 
will help the salesman safeguard the interests of his company as well as his own. 


04 


ELECTRICAL WHOLESALING 


every customer's operations profit 
able. 

But the time has come. 

The general leveling of overall 
business conditions that started in 
November 1948, the return of sea 
sonal factors in the operations of 
contractors and appliance dealers, 
has brought with it the need for 
the wholesalers’ salesmen to helj 
protect his company’s _ interests 
through close scrutiny of “marginal” 
accounts and to be ready as a counsel 
for those customers who are willing 
effort 
themselves and their business to the 


to make serious to adjust 
changing market conditions. 
While the average salesman must 
make his major effort toward the 
present-day building 
markets, increasing the old 
and giving attention to new prod 
ucts, he can not afford to forget that 


job of new 


ones 


his success in this sales work will 
depend on having customers whi 
can pay their bills, and that his em 
ployer's success depends consider- 
ably on having a very low percent 
age of credit losses each year. 

\nd when the salesman notes that 
reports the credit as- 
sociations show that wholesalers are 


recent from 
reporting an increasing number of 
contractor and dealer customers in 
the “fair” and 
group, he will realize that he must 
exert effort to prevent the 
failure of many of his customers, or 
in the event of unavoidable failure, 


por yr’ collection 


some 


be able to diagnose the symptoms 

well enough in advance to help sate- 

guard the interests of his compa) 
The “Danger Signals” 

\s it is practically impossible 
the salesman to tell in advance whic! 
accounts are going to get into ser!- 
ous trouble, and which of these will 
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Shows Signs of Slipping 
Goes Trouble Shooting 








respond to help from the wholesaler 
and other creditors and which will 
continue into bankruptcy, the whole- 
saler’s salesman can only approach 
his credit responsibility by keeping 
a trained eye and ear for the so- 
called “danger signals” that may 
indicate trouble ahead. Then, when 
these signals show, he can work both 
with his credit manager and by 
himself to aid the account. 

As few if any, contractor or dealer 
customers are going to admit credit 
difficulties before it is obvious, the 
salesman must rely on his own ob- 
servations. What, then, will the 
trained wholesaler’s salesman look 
for? In general, the danger signals 
differ for the electrical contracting 
account and for the appliance re- 
tailer account. 

Some wholesaler’s salesmen, well- 
versed in credit reporting, feel that 
the earliest indication of trouble 
ahead for the electrical contracting 
concern is the relation of the firm’s 
bids to those submitted by the other 
contractors. 

If, over a short period of time, 
a particular contractor consistently 
submits bids that are far below the 
average, then the alert wholesaler’s 
man realizes that one of two reasons 
have prompted these bids. Either the 
contractor does not know how to 
estimate his jobs and therefore is 
not adding sufficient amounts for 
verhead, depreciation of equip- 

ient, and for profit; or he is so 
iard up for jobs that he is trying 
to keep busy even if the job entails 

loss. 

30th of these reasons warrant 
the close attention of the wholesaler 
nd the salesman if the firm does not 
vant to be one of the suppliers listed 
mong the creditors when the con- 
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tractor files or is forced into court. 
Several wholesalers have indicated 
that this attention to bids is par- 
ticularly important right now dur- 
ing the post-war adjustment period 
when so many new contracting firms 
are meeting their first real competi- 
tion. 

The danger signal may show, too, 
in consistently high bids which indi- 
cate that the contracting firm is 
operating with an overhead so high 
that, once it is included in the bid, 
the company has little if any chance 
to compete with concerns that are 
well managed. 

The amount of overhead carried 
by a contractor can be another signal 
for the salesman to watch, even 
though it may not show up immed- 
iately in the firm’s bids. 

When, from personal observation, 
a contracting concern is seen to 
maintain quarters and to invest in 
capital goods which obviously are 
out of line with the volume of busi- 
ness that is being done by the com- 
pany, then the salesman realizes 
that the contractor is drawing regu- 
larly on his working capital to carry 
the overhead, and that sooner or 
later the overhead will have bled 
the company’s capital to the point 
where the regular purchases of ma- 
terials cannot be paid for. 


Another signal to the experienced 
wholesaler’s salesman is his obser- 
vation of the number of men on the 
contractor’s payroll in relation to 
the obvious overhead of the con- 
cern. It is not difficult to figure 
when a contractor who has reduced 
his staff to maybe two or three out- 
side men, is not doing a volume of 
business to support a fancy office, 
showroom and a fleet of trucks. 

Whether he has heard about it 





from one of many other sources 
open to the electrical wholesaling 
concern, the salesman knows that 
the contractor has not been getting 
many jobs recently and that if his 
overhead is not reduced in propor- 
tion, the next order to the whole- 
saler may be paid many months later 
through the sales of the contractors 
fancy quarters and his fleet of trucks. 

With his basic knowledge of his 
territory and a close watch on the 
types of jobs handled by an individ- 
ual contractor, the wholesaler’s 
salesman is in a good position to 
estimate that contractor’s chances of 
weathering the return of seasonal 
fluctuations in the industry. 

Where weather conditions bring 
close to a halt the contractor’s mar- 
ket for wiring new homes and re- 
modeling, the soundly managed con- 
tracting firm must be prepared to 
carry the overhead during the dull 
period without serious drain on its 
capital. 

The newer contractor, or the old 
firm which has developed big ideas, 
which increases its outlay in capital 
goods during the peak season, and 
which is relying on construction 
werk for most of its volume, may 
not be around the following spring 
after a few months of paying high 
rent and installments while the 
weather cuts his work to nearly 
nothing. The wholesaler’s salesman 
can foresee some of this trouble, and 
still differentiate between this con- 
tractor and the other who may in- 
crease his overhead but has de- 
veloped sufficient industrial main- 
tenance business to keep his con- 
cern profitable at all seasons. 

Many wholesalers and their sales- 
men feel that there are few happen- 
ings that varrant their scrutinizing 
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a contractor more than his expan- 
into fields. As the ex- 
pected green pastures for the ex- 


sion other 


panding contractor almost always is 
the retail appliance field, the sales- 


man is in a good position to be an 
expert in judging the contractor’s 
success. 

Whether or not his house handles 
appliances, the electrical salesman 
is close enough to this related indus- 
try to know how complex and com 
petitive appliance merchandising can 
be. When the 


as the contractor hasn't, 


salesman considers, 
that there 
is a large mortality rate even for 
the experienced, well-financed ap- 
pliance merchants (appliance dealers 
are going out of business at the 
rate of two each day in some cities ) 
he will watch very carefully not as 
well the contractor does 
in the appliance business but whether 
or not the contracting business suf- 


much how 


fers. Many things can happen, and 
the salesman knows what to look 
for. 

The contractor who went into the 
appliance business at the end of the 
war may have prospered in a mar- 
ket in which supply, not sales, was 
the secret of success. But as the ap 
pliance industry goes through its 
present period of readjusting to a 
market in which successful selling 
and astute business management is 
the factor in success, the contractor 
may not have the experience needed. 

Whereas, at first look it might 
seem that such a condition is mainly 
the worry of the appliance distribu- 
tor’s salesman, actually it can be 
even more the worry of the supply 
wholesaler’s salesman. 

Where the 
handled as one company for both 
appliances and contracting, a short 
period of no appliance business can 
drain the working capital to the 
point where the concern’s ability 
to finance its normal and otherwise 


contractor’s firm is 


profitable contracting business may 
be jeopardized. 

While it would be more kind to 
judge the contractor as a business 
man and to say “what he does with 
his private life is none of our busi- 
ness,” it is not a sound approach 
and it is not good business to neglect 
that angle, as every credit manager’s 
rulebook shows. 

Not only are the personal habits 
and the integrity of an individual 
sufficient in many thousands of cases 
to warrant the loan of risk capital, 
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THE KNOWLEDGE and ability to estimate work correctly is a “must” for the 
electrical contractor, always being sure to figure in accurately overhead and profit. 


but so are any noticeable changes in 
these personal habits also a danger 
signal to the alert credit man and 
to the salesman who may be the first 
to note them. 

One wholesaler reports that he 
has been having his salesmen keep 
a close watch on the habits of con- 
tractor particularly the 
accounts that have started during 


customers, 


the last few years. 

Those contractors who, flush with 
the profits of a market in which jobs 
were plentiful and profits were high, 
have been inclined to set up their 
personal life on a financial basis 
which cannot be continued during a 
normal market with lesser profits, 
will bear watching. Flare for high 
priced cars, large homes, country 
clubs and nightclubs can be the in- 
dication of habits being 
carried on beyond the present and 
certainly the future returns from a 
particular contractor's business. 


personal 


Which of the contractors can af- 
which 
are living beyond their means and 


ford expensive living, and 


thus may have to spend money on 
personal needs when it should be in- 
vested in the business, are for the ex- 
perienced salesman to judge 
fully. 

The contractor who is away from 
his office frequently, and not out 
on the job either, causes the sales- 
man to wonder if the business is be- 
ing neglected. 

The contractor 


care- 


who has become 
“sour,” who thinks the industry has 
gone to pieces, 
worries 


and 
may 


who worries 


instead of working, 
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make the wholesaler’s salesman more 
about the financial condi 
tion of the contracting concern and 
make him wonder whether the next 
order for supplies will be paid. 
Even the marital status of th 
contractor, divorce or separation, or 


curious 


other change, can make an other- 
wise capable businessman neglect 
and ruin a 
and 


credit 
associations 


business man- 
credit have 
records by the thousands that prove 
this unfortunate condition, so the 
salesman is warranted in keeping an 
eye on the contractor who has do 
mestic trouble. 


agers 


Cooperation with the Credit Manager 


Of course, this field credit report 
ing by the salesman is a supplement 
to the work of the wholesaler’s credit 
manager and it can not take the place 
of the standard methods of 
analysis 


credit 
aging of accounts, reports 
from credit associations, knowledge 
of the market, 
make the credit 


overall etc., whicl 
manager an essen 
tial executive in every wholesaling 
concern. 

But the salesman’s work as an in 
telligent field reporter can greatly 
improve the credit manager’s suc 
cess in keeping the firm’s losses t 
a minimum. That 
themselves 


the credit man 
this hel; 
and that they appreciate it is ev! 
denced in a recent talk by A. D 
Johnson, executive-secretary, Los 
Angeles Credit Managers’ Assn., t 
a sales executives’ club in that city 
when he said: 


agers 


want 
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“You in the sales have the per- 
sonal contact. You are in the es- 
tablishment of your customer, and if 
I were the credit manager of your 
firm I would ask you to use your 
eyes and give me the benefit of 
what you see. What you see, if you 
know what you are looking for, 
may be the first signs of financial 
weakness. 

“Information of any signs of weak- 
ness, given promptly to the credit 
manager, may enable him to assist 
in adjusting conditions so that the 
account may survive; whereas, not 
knowing what to look for, or a 
failure to report, will in all prob- 
ability, result in more business 
failures. Both of us, in sales and in 
credit, have our work cut out for 


US. ... 


Helping the Contractors 


Just where and how the electrical 
wholesaler’s salesman can help his 
contractor customers when one or 
more of the danger signals show, 
is a problem that must be judged 
differently for each customer. 

It is obvious that when certain of 
the danger signals outlined above 
begin to show, there is nothing that 
a salesman or a credit manager can 
do except to watch the account care- 
fully to be sure that the wholesaler 
doesn’t get stuck. 

There are contracting firms which 
should never have been started, and 
which cannot succeed in a competi- 
tive market because the proprietors 
do not have either the knowledge of 
business management nor the ability 
to absorb that knowledge, regardless 
of how capable they are as elec- 
tricians or engineers. 

There are many other contracting 
firms which may show danger sig- 
nals occasionally, but which have 
potentially sound structure and in- 
telligent managership and which can, 
with help from wholesalers and pos- 
sibly occasional guidance from a 
local banker, develop slowly, safely 
and profitably to become members 
of that majority of the electrical 
contracting industry which operates 
as successfully as any other industry. 

What, then, do these contracting 
concerns need when they first feel 
the bumps that come from operating 
in a market in which there are not 
more jobs than contractors and in 
which competition forces a small 
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margin of profit? As the help may 
come from the salesman in the field, 
from the wholesaler’s credit man- 
ager, or from the wholesaler himself, 
let us look at the contractors’ needs 
as a whole regardless of who will 
administer to them. 

No contractor can stay in business 
without an excellent knowledge of 
how to estimate. If it becomes ob- 
vious to the wholesaling concern that 
a contractor is not bidding in a 
fashion that gives him both his share 
of the local work as well as a reason- 
able profit on the jobs he gets, some- 
body must show him how to esti- 
mate or advise him to quit the busi- 
ness. 

Yet every experience recently 
among several wholesalers consulted 
by this writer, show that the con- 
tractors whose bidding is out of line 
were accurate in their estimate of 
the cost of labor involved in the 
job as well as the cost of the material 
—but the trouble came in the esti- 
mating of the amount of overhead 
and the amount of profit to be 
added. 

In most cases of that type the 
fault was found in the contractor’s 
method—or lack of method—in 
keeping records. Other contractors 
with good records were unable to 
interpret the books in a manner that 
would help them in their estimating 
work. 

One wholesaler, making a visit 
to a contracting firm after the com- 
pany’s payments became slow and 
the salesmen had reported other 
danger signals, found that the con- 
tractor was employing an account- 
ant for regular handling of the books 

at a cost greater than the whole- 
saler was paying to maintain his own 
accounts. But the result, beyond 
the extra cost, was a bunch of rec- 
ords that the contractor couldn't 
interpret. 

The wholesaler recommended and 
procured for the contracting con- 
cern, a regular, experienced book- 
keeper with a knowledge of the con- 
tracting business, at much less 
money than the accounting firm 
charged. As a result, the contractor 
now has simple but accurate records 
properly interpreted so that he is 
doing a successful job of estimating, 
he is managing his company profit- 
ably, and he is no longer slow on 
his payments to the wholesaler. 

Knowing the local union scale 
for electrical workers and compar- 


ELECTRICAL WHOLESALING 


ing it with the amount being charged 
as labor cost by the contractor, can 
bring out surprising facts about his 
estimating this comparatively simple 
part of a bid. 

If the scale is $2.50 an hour, the 
wholesaler’s salesman will find many 
contractors charging customers 
about $3.50 an hour for jobs in 
which there is no additional profit 
from the sales of materials. Yet, 
because the basic $2.50 wage, plus 
the average 35 percent overhead, 
plus a nominal 10 percent profit, 
would bring the price per hour to 
$4.55—the contractor is not even 
making his overhead when he 
charges the usual $3.50. 

Thus, the contractor who operates 
in that fashion is not paid sufficiently 
for many small jobs, is cutting into 
his profits on large jobs and jeopard- 
izing his chances of making a profit 
on his overall operation. This ex- 
ample is taken from a single case re- 
cently, but might well be remem- 
bered by every wholesaler’s sales- 
man who has to show his contractor 
customer the importance of getting 
full overhead and profit above his 
labor costs. 

Important to this general aim of 
helping the contractor to know 
where he stands financially, so that 
regardless of his volume he can 
make a profit, is guiding him in the 
proper evaluation of his capital 
goods, sensible control of his in- 
ventory, and careful consideration 
of an allowance for depreciation. 

Only the wholesalers and salesmen 
who have been behind the scenes in 
some of their contracting customers’ 
establishments during the last year 
or so, can realize how such a fun- 
damental part of successful business 
management as inventory control 
never was established by the new 
concerns or has got out of hand in 
some of the older houses. 

But every wholesaler and sales- 
man knows why it happened. For 
two years many of these contractors 
grabbed a quantity of every type 
of supply they could get. Some was 
used right away, but a few items 
were left over and in many cases 
have been replaced on the average 
job by goods of a better known 
brand or better quality. Some lots, 
bought in anticipation of a particu- 
lar job, were never used and no use 
for them has arisen since. As a re- 
sult, several hundred and in some 
cases, several thousands of dollars’ 
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worth of the contractor's money 
may be tied up in dead stock 
money that should be turning over 
regularly in his business to produce 
a profit. 

Often a wholesaler’s salesman can 
help a contractor unload this ma- 
terial without too much of a loss 
through his knowledge of jobs else- 
where in the territory. At least he 
can advise him to unload it, even 
at a loss, in order to put his money 
to work. 

The contractor who skips the 
difficult and tedious job of analyzing 
accurately the depreciation and main- 
tenance costs of his equipment and 
his establishment, is headed for se- 
rious trouble—trouble that may not 
show up on the aforementioned 
danger signals until too late. 

Too many contractors, according 
to wholesalers who have had occa- 
sion to look into their operations, 
have substituted maintenance for 
depreciation even in their minds as 
well as their books. The contractor 
who has records to show that he 
figures for his $2,000 truck a month- 
ly operating cost of, say, $50, and a 
monthly average overhaul cost of 
$10, may have overlooked the $500 
a year depreciation in the value of 
that truck over a life of 4 years. 

Intelligent estimate of deprecia- 
tion for every piece of equipment 
and property in the electrical con- 
tracting concern is absolutely nec- 
essary for the satisfactory and profit- 
able operation of the business—and 
the wholesaler’s salesman who has 
accounts where the depreciation is 
not figured will find the account fall- 
ing apart one day like the famous 
one-horse shay, and there'll be no 
reserve to build it up again. 

Can the wholesaler’s salesman do 
anything about the successful con- 
tractor who decides to branch out 
into another business, usually the 
appliance business, except pray for 
the best and report to his credit 
manager that the account should be 
watched ? 

Although there are many hun- 
dreds of electrical contractors who 
are outstanding successes as appli- 
ance retailers, the history of the busi- 
ness shows that there is a large mor- 
tality rate among the total number 
of contractors who have made such 
an expansion. And there seems to be 
little that the supply salesman can 
do about it except to act as a friend 
and counsel. 


It’s true of course, that the aver- 
age supplies-only salesman is us- 
ually not well equipped to give ap- 
pliance merchandising advice. But 
there are ways in which he can be 
helpful if he knows what to look 
tor. 

For example, the salesman can tell 
when the contractor is becoming so 
absorbed by the demands made on 
him by his appliance business, 
whether or not it is successful, that 
he is neglecting the supervision he 
should be giving to the contracting 
end of the business. The solution is 
the hiring of a capable manager for 
either one of the businesses, and this 
has been proven in innumerable 
cases of successful appliance-con- 
tracting firms. 

As a rule it has worked out best 
when a capable manager has been 
hired to run the appliance store 
a man with years of experience in 
merchandising appliances, buying 
them, and in the training and super- 
vision of outside salesmen. No con- 
tractor, even if he were capable to 
do this work, could devote the time 
necessary without neglecting the 
other half of his business, and no 
supply salesman should let the con- 
tractor forget it. 

If the contractor-dealer’s appliance 
problems are the average merchant's 
problems of too-heavy inventory, 
lack of sales and promotional effort, 
etc., they can be helped best by the 
appliance distributor’s salesman and 
the best that the strictly supplies 
salesman can do is to work closely 
with the contractor to see that his 
contracting business isn’t neglected 
or that too much of the company’s 
working capital is not put into the 
appliance business at the risk of 
hurting the contracting end. 


The Contractor's Credits 


While the above has related to 
detecting the danger signs among 
those contractor-customers 
credit with the wholesaling house 
may become poor if he is not helped 
over some of his problems, and has 
referred to a few of the ways in 
which the wholesaler’s staff can 
assist the willing customer—it must 
not be overlooked that often the 
only major problem effecting a con- 
tractor’s credit is his own approach 
to his own credits and collections. 

One wholesaler makes it a regular 
practice to send a salesman, or to 
go himself, to a contractor who sud- 


whose 
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denly becomes slow in paying his 


bills, in order to see if the contractor 
is having trouble collecting from his 
customers. With him, the wholesaler 
brings his own records which in- 
clude his simple form of aging ac- 
counts. 

He has found that many of the 
newer contractors have not set up 
such a system because until recently 
all customers discounted their bills. 
As a result, the contractor doesn’t 
know where he stands and is some- 
what confused when he finds that 
he has little money in the bank al- 
though he knows that he has been 
working to capacity on jobs that 
were priced at a profitable level. 

A simple sheet, placed in front of 
the contractor by his bookkeeper 
once a month, showing the accounts 
currently due, then in adjacent col- 
umns the accounts that are one, two, 
three or more months overdue, can 
show this contractor exactly where 
his money is tied up and will en- 
able him to press for payment. Such 
a system for aging accounts is found 
to be particularly valuable to the 
contractor who has a large amount 
of electrical maintenance 
which means monthly charges to a 
number of concerns. 

Another wholesaler has found 
that when some contractors slowed 
up on payments, investigation 
showed that the fault lay with the 
general contractor who had _ been 
slow in paying the electrical con- 
tractor for his part in the job. 

In such cases, the contractor has 
to be shown that he, too, must press 
for payment, that there is no need 
for the general contractor to hold 
up the money of the “sub’s” be- 
cause he has both working capital 
of his own, has the facilities to bor- 
row on the strength of the job, or 
may receive partial payments as the 
work progresses. 

3ecause no job is sold until it is 
paid for, credit becomes everyone’s 
business. As much as the wholesal- 
er’s salesman might like to leave 
the credits and collections to the 
specialists in the office, we have 
seen that he can’t feel that his work 
is completed when the goods are de- 
livered to the contractor. 

And it applies just as much to 
the combination supplies-appliances 
salesman and to the appliances-only 
salesman in their relationship to the 
retail appliance merchants which 
they sell. 


business 














One Wholesale Distributor 


Playing Planned Lighting 





By Edward F. Anixter 
Secretary, 
Englewood Electrical Supply Co. 


Chicago, Illinois 


will 

deny that it isn’t one) of keep- 

ing the electrical distributors’ 
business at a desired high level is 
greatly dependent upon our ability 
to do one thing 
tomer service. When it comes right 


(and who 


H Ie pre »blem 


give our cus- 


down to it, we wholesalers are really 
service organizations. Our services 
include warehousing, financing, de- 
livery, product promotion, catalogs, 
market and selling. 
Selling, of course, has always been 


development 


more or less the glamour boy of all 
render the man- 
ufacturers of electrical products. 


the services we 


It is important to us as well as 
the manufacturers whose products 
we handle that 


gor | job. 


our salesmen do a 


But as far as the sales- 


Edward F. Anixter 


man himself is concerned, he can- 
not sell unless he is backed up by 
smart, efficient, well-equipped head- 
quarters organization with modern 
service facilities. His company must 
be abreast or ahead of the industry 
he represents, 
Our servicemen 

they service their accounts and we 


salesmen are 








Englewood Electrical Supply Co. was founded in 1919, 
when Arthur N. Anixter and the late Adolph Albiez pur- 
chased the electrical contracting business of John Tegtmeier 
at §725 South Halsted St., Chicago. 
began as a neighborhood wholesaler operating in a garage 
with a half-dozen employes, has since expanded to the point 
where it occupies 80,000 square feet of floor area, serves 
the entire Chicago and northern Illinois area through branch 
houses at Rockland, Ill., South Bend, Ind., and employs over 
150 persons. The Rockford property was acquired in 1937 
and the South Bend property in 1940. 


The company, which 











must provide them with the tools 
to do the job. After all, Englewood 
Electrical Supply Co. can only sell 
service; we have little control over 
product or price. 

We have just spent over $50,000 
to build a planned lighting display 
and demonstration room. That’s a 
lot of money, but we are confident 
that it will accomplish the purpose 
we have in mind and if so, it will 
be money well spent. 


A Place to Sell Lighting 


The biggest piece of business for 
the electrical wholesaler’s salesman 
today is lighting. Englewood wanted 
to give the salesman a tool that 
he can use to give his customer 
service. We think our new lighting 
showroom is a good illustration of 
how the distributors’ service facil- 
ities must keep pace with the indus- 
try. The cooperative efforts of all 
the various interests — contractor, 
architect and utilities make planned 
lighting a natural for the whole- 
saler’s salesmen. Everybody is talk- 
ing it. Everybody wants it. So we 
gave our “servicemen” a place to 
sell it! 


Easier Purchasing 


Our goal is to make electrical 
fixture purchasing simpler and more 
systematic. Purchasers of indus- 
trial, commercial and school lighting 
can observe fixtures in actual opera- 
tion under the best conditions and 
thus note the most effective utiliza- 
tion of modern planned lighting. 

The room is designed to show, 
in the most efficient manner possible, 
exactly how effective illumination 
can contribute to greater sales in 
retail store, greater efficiency and 
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Shoots $50,000 
For Plus Profits 





less fatigue in offices and _ better 
workmanship in shop and factory. 

The demonstration room com- 
bines in 1480 square feet of floor 
area every important type of mod- 
ern lighting fixture for industrial, 
commercial and school use. The 
display includes troffer conven- 
tional, troffer slimline, glass-en- 
closed fluorescent, open tube fluor- 
escent, slimline, recessed incandes- 
cent, flood and spot lights. Over- 
head in the central demonstration 
area, 29 different types of ceiling 
fixtures in fluorescent and slimline 
(some with double units) are 
housed in soffits. As each fixture 
is drawn individually from its wall 
box over an overhead track, it is 
automatically switched on. In ad- 
dition, the central area features 26 
varieties of recessed incandescent 
fixtures, 19 types of recessed troffer 
fixtures, plus a variety of inter- 
changeable flood and spot units. 

This selection of more than 100 
major fixtures enables lighting spe- 
cialists to demonstrate a virtually 
unlimited variety of illumination 
patterns, individually or in conjunc- 
tion with supplementary units. 
Lighting arrangements can thus be 
accomplished with the demonstra- 
tion room to parallel exactly any 
type of installation 
the user. 

The system of ceiling tracks and 
enclosed cubicles enables our cus- 
tomers to observe the functional 
characteristics of one or more over- 
head fixtures without interference 
from competing light sources. 

The room also contains a series 
of specialized display areas, simu- 
lating an actual store front, a store 
interior with showcases and wall 
display, a factory workshop and a 
modern office. In each of these areas 


desired by 


a variety of lighting facilities are 
available, enabling the visitor to see 
precisely the effect of various illu- 
mination arrangements and thus se- 
lect patterns which conform exactly 
to his own requirement. 


Scientific Aids 


As a further aid in the selection 
of properly planned lighting, the 
display room contains a unique se- 
ries of demonstration booths which 
employ a variety of gauges, knobs, 
three-dimensional reliefs, newspa- 
per clippings and fabric swatches 
to portray some little-known facts 
about the science of illumination. 
In one booth, the visitor reads a 
page of newspaper want ads while 
the illumination is intensified until 
he selects the amount which enables 
him to see best. A switch is flipped 
revealing the footcandles at that 
level. Surprisingly, the desired 
brightness is almost always con- 
siderably above that generally avail- 
able in the home or office. 

In another booth the visitor ob- 
serves how the spokes of a wheel 
(rotating at a constant speed) ap- 
pear to slow down and become more 
distinct as illumination is increased 

emphasizing the importance of 
adequate factory lighting. In an- 
other booth, he sees the eye-strain- 
ing effects of shadow on a three 
dimensional figure under improper 
lighting; in another the similar 
effects of overhead and background 
glare on a printed page. The booths 
also are utilized to show how iden- 
tical samples of colored fabric, car- 
peting and wall paper appear to be 
sharply contrasting hues under vary- 
ing light patterns. The importance 
of this to the shopkeeper who is 
troubled with returned merchandise, 
that “looked different” once it got 
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P. D. Parker (left) of the G. E. Lamp 
Dept. joins Englewood’s President George 
Albiez and Treasurer Arthur N. Anixter 
(right) in officially opening the firm’s 
new planned lighting demonstration room. 


home can hardly be underestimated. 
We also have developed and 
placed at the salesman’s disposal 
display rooms for residential fix 
tures so his contractor customers 
can use the rooms for their home 
lighting. Being away from the down- 
town section, we have tried to make 
our residential showrooms so com 
plete that the contractor does not 
have to direct his people to several 
places. Our salesmen constantly re- 
mind the contractor to use these 
facilities. Again we have found that 
it is necessary for us to back up 
this showroom with an adequate 
stock of fixtures so that we can 
render a service to our customer. 
Here’s a periodic stepchild in the 





= a 


LOUVER-ALL CEILING in office of Ray O’Leary, vice president in charge of lighting sales, forms part of the lighting display. 


lighting field, which we have tried 
to show—the industrial fixture. A 
separate industrial showroom which 
displays all the various kinds of 
industrial fluorescent fixtures from 
two lamp-forty watt open type units 
to complicated explosion-proof and 
vapor-proof units. Also on display 
and lit, are complete lines of incan- 
descent explosion-proof units, exit 
signs, portable lamps, reel lites, ete. 
Around the walls of the room are 
display boards with representative 
displays of wiring devices, lugs, fit- 
tings, etc. as are used in industrial 
applications. 





As a salesman, have you ever 
tried to sell an explosion proof fix- 
ture job out of a catalog, explaining 
the various wattage sizes and re- 


flector shades? Well, we are pro- 
viding a place where our men can 
close a sale in one-tenth the time. 
We show the customer! 

The new lighting display and dem- 
onstration room would do our sales- 


men little good, if, for example, our 
FIXTURES in actual large-scale operation are featured in accounting office. telephones went unanswered, or our 
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customers had trouble getting quo- 


tations from us, or orders were sub- 
ject to costly delays in our ware- 
house and shipping departments. 

We have not only broken down 
our sales departments as to com- 
modities, but each sales department 
runs its own portion of the ware- 
house so that the salesmen can get 
an answer to the customer as quickly 
as possible. 


Service In All Departments 


The fluorescent lighting depart- 
ment centering around the planned 
lighting room, has its own keybox 
equipment and as calls come into the 
central switchboard they are imme- 
diately connected to this six station 
keybox. Here a girl controls all the 
calls and answers all messages, 
thereby giving the customer an an- 
swer as soon as possible or channel- 
ing the call to the proper party. 

The incandescent fixture depart- 
ment is located right in the ware- 
house where the department not 
only does the selling, but does all 
the buying and warehousing. 

Our salesmen like this because 
they can check stock and enter or- 
ders on the same phone call, The 
customers get faster service and the 
residential fixture buyer is close to 
his department. 

Our salesmen had received numer- 
ous complaints concerning our tele- 
phone trafic. Even with the great 
number of incoming lines (25) on 
our switchboard, some of our cus- 
tomers had to wait. If a whodle- 
saler can’t clear an order or an in- 
quiry quickly and it’s necessary to 
keep the customer waiting, he is not 
performing a service. 


Telephone Service 


Here’s how we helped this phone 
service. We installed a phone order 
desk consisting of twelve key equip- 
ment phones. We used a double 
wooden desk and bolted four desks 
together for eight continuous posi- 
tions. In the center of each desk, 
we cut a hole and flushed a twelve 
key phone box with double keys for 
each side of the box. The industrial 
sales manager and his assistant have 

double desk connected into this 

ystem, as well as the general sales 
manager’s desk, 

If a call comes to any individual 
n this system, a light goes on at 










ie 


"Si. 








store lighting. 





WORKING machine shop demonstrates importance of shadowless, glareless lighting. 


July, 1949—ELECTRICAL WHOLESALING 73 








each position so that anyone can 
step in and answer the call. We can 
also transfer calls in the order de- 
partment without going through the 
main switchboard. This has led to 
greatly improved phone efficiency 
and better customer service. Our 
salesmen brag about our fast phone 
service. You know sometimes the 
first to answer is the first to get the 
order. Keeping a purchasing agent 
waiting doesn’t render service. 


Order Center In Warehouse 


All our orders are typed in the 
warehouse at an order center where 
a system of pneumatic tubes center 
from various departments. These 
orders are edited here for mistakes. 
We have an eight part one-time 
carbon form and write the invoice, 
packing memo, order picking copy, 
file copy, etc., at the same time. In 
this way, everyone has the same 
information. Salesmen use this cen- 
ter as a place to check whether or- 
ders have cleared or been shipped. 

Incidentally, the warehouse super- 
intendent controls this center. Why? 
Who else knows what trucks are 
leaving first or what materials we 
have in stock? 

We moved the residential fixture 
department, lamp department, and 
appliance department to the second 
Hoor in our revised warehouse oper- 
ations. As the above products come 
off the trucks on our loading docks, 
they roll from portable conveyors 
on to a belt conveyor which carries 
the products upstairs. Everything 
is checked in and placed away at 
one time. The men in charge of 
each section check and put away 
their own products. It’s faster ser- 
vice and cuts out an additional han- 
dling, making for more efficiency. 


Teletype With Branches 


We use the teletype system for 
direct connection between Rockford, 
Chicago and South Bend thereby 
assuring our salesmen the advan- 
tages of three warehouse stocks. 
Especially in the smaller branches, 
they can draw on our large stocks 
in Chicago and overnight service. 
It's a service if we can prevent a 
breakdown or keep a_ contractor 
from laying off men. Our salesmen 
know of this communication and do 
not hesitate to make use of it to help 
a customer. 


l.et me say a word on our adver 
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BACKING up salesmen to industrial market is a separate well-equipped display room. 
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UNIQUE system allows fixtures to be shown without competition from other sources. 
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tising. We talk service in our ads. 
Each month we help open the door 
for our salesmen with ads in local 
periodicals pointing to what we can 
do for the customers. Such catch 
phrases as “One-Stop Source for 
Qualities Products,” “Largest Ware- 
house Stocks in the Mid-West,” 
“Service is our only Product!’’ give 
the customer a constant reminder 
of what we are here for—to dis- 
tribute. 


Testing Salesmen 


We try to give our salesmen all 
the service his customer needs, but 
it’s necessary to give our customer 
the proper salesmen. Every man 
we put out is tested by a personnel 
research company before he is hired. 
This test takes one day and then we 
receive a confidential report as to 
how this man would fit into OUR 
organization, not as to whether he 
would make a good salesman. 

We want a team member to coop- 
erate with us, to render a service 
to our customer so that we can 
justify our economic existence as a 
middleman. 


Training Salesmen 


We try to give each man a com- 
plete training course from ware- 
house to office before he hits the 
street. This usually takes six months 
to one year. We fill our selling posi- 
tions from the inside mea who have 
had this training. These personnel 
tests, paid by us, tell us what type 
of accounts the man is best suited 
for. We discuss this with the man 
and channel him to the right depart 
ment. It pays off. 

We keep in mind constantly that, 
to keep our position as electrical 
wholesalers, we must couple efficient 
inside operations with an aggressive 
sales force. We must have men that 
are equipped with the proper tools 
to the job. 

We electrical wholesalers are at 
the threshold to an era of great 
opportunities. We are coming of 
age. We must spend money to keep 
abreast and move ahead. Give your 
salesman the facilities—I’m sure 
they'll use them. We tried it and it 
works! Let’s show the nation’s busi- 
ness that there’s a place for us whole- 
salers by performing more efficiently 
than ever before the job we're best 
suited for. 
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THE PITCH TO THE BATTER is recorded by this camera. If the ball is hit the camera follows it although 
the director down under the stands may decide to put the image on another camera which will show the play better. 


Behind the Scenes with Televising 


NE of the reasons why more 
O and still more television sets 
are being sold is due to the 
improving techniques and abilities 
of camera, and televising crews to 
various and 


deliver the programs 


sports events in clearer and 
dramatic 
audience, 

When the 1948 


finally came to a finish and the tri 


more 
fashion to the television 


baseball season 
umphant teams in Boston and Cleve 
land met to decide which would be 
the world champions, thousands of 
people witnessed the contests by tele 
vision and marveled at the clearness 
with which the coordination, ability 
and speed of the players was shown 
on the screen. 


An Unseen Team 


However, few of those fortunate 
enough to see the games on televi- 
sion realized that there was a third 
team performing at those contests. 
Although this 
played as much coordination, train 


unseen, team dis- 
ing and sense of good timing as the 
players engaged in the contest on 
the field. We 


refer, of course, to 
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“Better televising for better sales” is the watch 


word of television cameramen and technicians 


who realize that they must give listeners clear, 


dramatic pictures if they want to see more televi- 


sion sold. 


game (N. 


Here is how they televise a baseball 


Y. Giants vs. Brooklyn Dodgers) 





television crew working the game 

The television crew, consisting of 
ten or eleven men, must be alert to 
cover every situation and action dur- 
without losing the 
ball or missing a key play. They 
must be ready to switch from a 


ing the game 


long-range shot to a close-up at any 
moment. 

Three cameras are used to televise 
One directly behind the 
home plate follows every pitch to the 
batter. 


the game. 


The other two cameras are 


equipped with telescopic lenses for 
covering close-up shots in the infield 
and plays in the outfield. 


Director Selects Views 

All three cameras work simu! 
taneously but views from only one 
camera are actually televised. Down 
under the stands in a special con 
trol room a director and crew of 
technicians decide which of the three 
camera recordings will be sent out 
on the air. The director and his as 
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COACHING BOX for the television director is a room down under the stands. Top picture shows him which scene 
is going out in the air. He watches screens of all three cameras and signals the engineer to cut them in and out. 


BEFORE THE GAME the director emphasizes the im- CAMERA has three lenses to take close-ups, wide- 
portance of following instructions to one of his men. angle pictures or long shots. Cameraman often reports 
Often he holds skull session to review problem plays. to director on some development he thinks he can cover. 


sistants watch the screens which 
record each camera’s pick-up and 
select the one to be sent on the air. 
Up in the press box the announcer 
for the television broadcast follows 
the play on a television screen as 
well as on the field. Unlike the radio 
announcer he does not have to talk 
continuously but can let the scenes 


speak for themselves in many in 


stances. He has to be careful and 


not describe an action that is ob- TELEVISION and radio announcers for Chesterfield cigarettes describe the 


vious to his audience. action. The TV announcer follows the game also on the screen at his left. 
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You Can Build Your Sales Now 
To Make Prompt, Intelligent Use 








ONE element in the competitive picture, sometimes overlccked by the 
salesman in the zest of chasing down orders, is the definite sales help 
that is available to the dealers through the wise and full use of display 
material (and den’t forget it can bring a good return to the wholesaler’s 
salesman in the form of increased orders). 

Much time, thought and money has been spent, is now being spent 
and will continue to be spent by aggressive manufacturers everywhere 
on point-of-sale display material that will increase turnover for the 
dealer. This material is not the sudden offspring of haphazard thinking 
or snap decisions: it is material that is tried and tested long before it 
reaches the dealer’s hands—and, as such, is a vital part of the dealer’s 
promotional plans. 

It will profit the wholesaler’s salesman to see that this material is 
used and used correctly by his dealers. “Out of sight is out of mind” 
and what the prospective buyer does not see he will not buy. 


The EDITOR 
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the use of fans by farmers. On one side is 


HANGING DEVICES. To ‘flag’ attention 





CHRISTMAS LIGHTING SETS. A  self- 
merchandising display stand for Christmas 
tree lighting sets has just been announced 
by Royal Electric Co., Pawtucket, R. |. 
Printed in blue and yellow, the display stand 
measures 14 inches wide, 1244 inches deep 
and 38!/2 inches high and can be used on 
sales floor or in display window. 


FAN. A double-sided operating window or 
counter display has been introduced by the 
lig Electric Ventilating Company to promote 
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installed the opening shutter and on the 
reverse is the fan and thermostat. Fan and 
display are boxed separately but sold as a 
package. 2822 No. Crawford Ave., Chicago 
41, il. 


CHIMES. Attractively designed wall dis- 
plays to hold a representative group of 
door chimes have just been announced by 
the Rittenhouse Company of Honeoye Falls, 
New York. The units are equipped with 
push buttons for operation by prospective 
purchasers. 


and stimulate sales the Paine Company of 
Chicago announces a new carton self-mer- 
chandiser containing 24 separately pack- 
aged units. Cover folds back to give ad- 
vertising message and space is allowed at 
front of package for descriptive folders. 
2947 Carroll Ave., Chicago 12, Ill. 
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By Helping Your Retailers 
Of Available Display Material 








FAN. Counter identification card attaches 
to the back of the fan. Ties in with na- 
tional advertising campaign and points out 
new features of fan to consumer. Printed 
in two colors the card is designed to be 
used at point of sale in conjunction with 
self-display cartons. Fresh'nd Aire Co., Div. 
of Cory Corp., 221 North La Salle St., Chi- 
cago |, Ill. 


APPLIANCE CORD. A 12-unit display car- 
ton designed to make jobber-dealer stock 
handling easier, as well as serving as an 
attractive counter box. Carton’s top lid 
simply folds back to convert it into a dis- 
play unit. Imprint on carton gives story 
on the cord. Sperti Faraday, Inc., Adrian, 
Mich. 


STYLUS. Replacement styli for the re- 
placeable stylus cartridge are displayed in 
this counter case. Each stylus is sold in a 
small plastic case, six of which fit into the 
display case, along with two cartridges. 
General Electric Company, Syracuse, New 
York. 


FILTER. Designed to hold one dozen tele- 
vision screen filters of various assortments, 
this five-color counter display clearly dem- 
onstrates the product. Back pulls up and 
tells features of product; filters are stored, 
in base. Walco Sales Company, East 
Orange, New Jersey. 
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LIGHTING. A space-saving merchandiser 
for Decoralites has been developed by 
Lightolier, Inc., New York City. Each de- 
coralite is hinged so that customer can “leaf 
through" for selection and each has its own 
switch; the entire unit is plugged in like a 
lamp. Blue panels, a bleached-wood table 
for sales brochures and a built-in ceiling 
light complete the sales unit. I! East 36th 
St., New York, N. Y. 


P UNIVERSAL | 


COFFEEMATIC 


PERFECT COFFEE AB VOU C1hE (7 / 


COFFEE MAKER. Three color window or 
counter display that highlights the Univer- 
sal Coffeematic. Easily assembled, the unit 
has a recessed background of red foil. 
Landers, Frary & Clark, New Britain, Conn. 
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ROLLIE PAINE of GRAYBAR, CHICAGO 


J y's NEW and BETTER we 


to Handle Wire and Cable Ree 
| with UNISTRUT Racks 


| 


a 





Two views of Unistrut Reel Rack Installation at Graybar Electric Co., Inc., 
Chicago. Load consists of approximately 15,000 Ibs. of wire and cable 
when reels ore full. 


Save Time and Warehouse Space, 
Eliminate Hazards and Confusion 
Unreel Quickly, Easily and Safely — 
Measure and Coil Accurately 


Do a Better Job in just '/5 of the Time! 


The most useful piece of warehouse equipment the wholesaler can install— 
and it pays for itself in a hurry! Bulky reels take lots of floor space, fre- 
quently cause accidents, and because they are heavy and hard to handle, 
result in lost order-filling time. 


Build it yourself —easy-to-follow drawings provided. With Unistrut you 
can adjust the rack for a wide variety of reel sizes—single or double tier — 
and Unistrut is completely reusable in the event of changing racking needs. 


There’s no waiting for your Unistrut reel rack. Write us direct and we'll 
have our representative call on you—no obligation. 


They did it with UNISTRUT 


You too can utilize Unistrut’s “Strength without Bulk” for your reel rack 

installation. Unistrut can also be used to build supports for fluorescent fix- 

| tures, conduit, pipe, cable and electrical equipment of all kinds—all types J 

| of shelving, framing, mounts, racks, tables and benches—and many other % ) 
structures, with only a hacksaw and a wrench. 


Wire measuring and coiling simplified with Unistrut Ree! Rod 


THE 3 QUICK UNISTRUT STEPS 


Write today for new Unistrut Electrical Catalog No. 500. Includes complete 
| details on all Unistrut applications to the Electrical Industry—for the whole- 
| saler and his customers. 


UNISTRUT PRODUCTS COMPANY UNISTRUT is steel channel with 


a continuous slot. The Unistrut 
1013 W. Washington Blvd. * Chicago 7, Illinois spring nut is inserted at ap- 
} a i proximate point where attach- 
| Please send me your new Unistrut Electrical Cata- ment of another framing 


: : : member is desired, slid to exact 
log No. 500 without obligation. pare sant dg ha 


Insert Nut inte Channel Locate Fitting and Nut Tighten Bolt —i# 


fitting. No drilling or welding 
Name required (see the 3 Quick Steps. ) 


U.S. PATENT NUMBERS 

Company 2327587 2363382 
2329815 2380379 
2345650 

Address 3456 2405631 


UNISTRUT PRODUCTS COMPANY 
City 1013 West Washington Boulevard - Chicago 7, Illinois 











WALL LUMINAIRE _ 


This fluorescent luminaire can be installed 
at various mounting heights, providing a 
wash of white or colored light on wall sur- 
faces above and below the luminaire. It 
uses one 40-watt, T-12 lamp. A small corner 
box is used to join units at corners. Manu- 
facturer's suggested lighting applications 
are: Stores, private offices and conference 
rooms. Curtis Lighting, Inc., 6135 West 65th 
St., Chicago 38, Ill. 


FISH TAPE 


This fish tape is tested at 400 Ibs. pull and 
can be used in all types of conduit, includ- 
ing aluminum, according to the manufac- 
turer. It consists of a 25-ft. length of steel 
spring 11/32-in. in diameter with a rust- 
proof inner steel cable. Other features 
include: Round surface and round, smooth 
ends; and a threaded male fitting at one 
end and a female fitting at the other for 
joining two or more lengths together. Ideal 
Industries, Inc., 1047 Park Ave., Sycamore, 
il. 


HEATING AND DRYING UNIT 


This 6-light infra-red portable heating and 
drying unit is designed for use in the auto- 
motive, electrical and manufacturing fields. 
The unit is adjustable in height from 18-in. 
to 6-ft. and may be tilted to any angle or 
swung in a vertical or horizontal position for 
concentrated heating and drying. Con- 
structed of tubular steel, the unit is mounted 
on casters and equipped with 6 self-reflect- 
ing infra-red lamps and 20-ft. of cord and 
plug. North American Electric Lamp Co., 
1034 Tyler St., St. Louis, Mo. 


a 


ee} 
SLIMLINE FLUORESCENT FIXTURE 


This slimline fluorescent fixture for industrial 
locations is designed for use with two 96-in. 
T-8 lamps. Units are available for individual 
or continuous installation, with baked enamel 
or porcelain enamel top channel, and with 
200 ma. or 300 ma. ballasts. Reflectors are 
of vitreous porcelain enamel finish. Center 
lamp support to prevent lamp vibration can 
be provided, if desired. Wheeler Reflector 
Co., 275 Congress Street, Boston, Mass. 


This flangeless wireway is made in two sizes, 
4 by 4-in. and 6 by 6-in., in 1, 2, 3 and 4-ft. 
lengths. Along the sides, every 3 inches, 
are knockouts, providing openings from 
Yo-in. to 1'/4-in. for connections. Connec- 
tions with other sections are made with 
U-connectors. Interchangeable closing plates, 
used at the end, have combination knock- 
outs that will accommodate pipes up to 
2'/4-in., and permit connections to be made 
to panel or meter boards without cutting. 
The cover, fastened by screws, is easily re- 
moved, according to the manufacturer. Key- 
stone Manufacturing Co., 23328 Sherwood 
Rd., Center Line, Mich. 


FLANGELESS WIREWAY 


SLIMLINE-SPOTLIGHT UNIT 


Combining a slimline fluorescent fixture with 
two spotlights, this unit is designed for 
commercial lighting applications. Easy serv- 
icing feature is offered by destaticized 
molded plastic louver, half of which swings 
open to right and other half to left. Fixture 
is constructed of 20-gauge steel with tubu- 
lar plastic side panels and drawn steel end 
caps. It utilizes four slimline lamps and is 
finished in baked white enamel. Ceiling 
tracks are supplied for ceiling installation 
and connecting couplers are furnished for 
continuous run installation. The spotlights 
are adjustable for any lighting angle de- 
sired. Leader Electric Co., 3500 N. Kedzie 
Ave., Chicago 18, Ill. 
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reliable starting 
low operating costs 
full fluorescent lamp life 


@ Satisfactory fluorescent lighting perform- 


ance depends to a large degree on the starters you use. 


You are assured best results... in starter life... in lamp life... 


and in maintenance costs ... when you use Certified Starters. 


Certified Starters are made to precise specifications, then are tested 
and certified by Electrical Testing Laboratories, Inc., an impartial authority. 


That’s why you can always rely on Certified Starters. 


® You'll recognize Certified Starters by the Certified 


shield on the case and on each starter. 


Certified Fluorescent Starter Manufacture’: 


2116 KEITH BUILDING e CLEVELAND 15, OHIO 


ELECTRICAL WHOLESALING—July, 1949 





PLUG-IN OR TROLLEY BUSWAY 


Designed to provide both trolley power 
take-off and a continuous outlet for fluores- 
cent lights and small power tools, this bus- 
way offers 2, 3, or 4-pole construction with 
one compact housing. Rated 50 amp., 250 
v., ac. Or d.c., the unit has two or more 
circuits that can be run in one housing and 
controlled separately. Also, plugs er trol- 
leys are polarized so that loads may be 
balanced on both sides of the busway. 
Trumbull Electric Mfg. Co., Plainville, Conn. 


AUTOMATIC THERMOSTAT 


Installed on the outside of a building, this 
automatic thermostat is wired into the regu- 
lar room thermostat circuit. Instead of being 
set for the time that heating is to start, this 
thermostat is set for the time the building 
is to be warm every morning. The unit an- 
ticipates the building's need for heat and 
automatically changes the time that heating 
starts in the morning and shuts down at 
night as the weather changes. On extremely 
cold nights when outdoor temperatures drop 
below a preselected level, building tempera- 
tures will be held at the daytime level 
throughout the night. When the extreme 
low is reached after heating has been shut 
down for the night, heating is started up 
again regardless of the time. Weather Con- 
trols Division, Automatic Devices Co., 53 
West Jackson Boulevard, Chicago 4, Ill. 


INDUSTRIAL FIXTURE 


Quick, easy lamp changes are a feature of 
this industrial luminaire which is equipped 
with turret- type sockets. The fixture has a 
hinged reflector that can be opened to 
either side or completely removed. It is of 
all-metal construction, finished in gray with 
white reflectors. The Edwin F. Guth Co., 
St. Louis 3, Mo. 


WIRE CONNECTORS 


Line of wire connectors, including both 
porcelain and plastic types, features a de- 
sign which tapers off toward the top, making 
it possible to use units in restricted spaces. 
Approved by Underwriters’ Laboratories, 
Inc., the connectors are for use with wire 
combinations ranging from two No. 18 wires 
up to three No. 10 with a stranded wire or 
equal bulk, solid, stranded, or a mixture. 
The porcelain-type connector has raised 
lands or knurls for sure grip, faster splices, 
less worker fatique. Holub Industries, Inc., 
Sycamore, Ill. 


OSCILLATING FAN__ oe 


This 16-in. oscillating fan is adjustable for 
desk or wall mounting. Powered by a shaded 
pole induction motor, the unit has large 
bearing construction, aluminum blades, and 
a totally-enclosed oscillating mechanism. 
Finished in gray, the fan has three speeds, 
with oscillator adjustable for straight blow 
use; and is approved by Underwriters’ Lab- 
oratories, Inc. Fasco Industries, Inc., Roches- 
ter 2, N. Y. 


ANNUNCIATOR 


When trouble develops this supervisory an- 
nunciator gives both visual and audible 
alarm and locates the source of the failure 
immediately. It is designed for use with 
large installations such as in public utilities, 
refineries, large industrial plants where cen- 
tralized control of all the trouble spots is 
necessary to prevent breakdowns of vital 
services or expensive equipment. The an- 
nunciator is designed for flush, surface or 
panel mounting, open or closed circuit op- 
eration, on voltages from 24 to 250 volts, 
a.c. or d.c. The audible signal is a 3-inch 
heavy duty bell or horn. Visible signals are 
|-inch bull's eye lamps, electrically operated, 
electrically held and self-sealing in operat- 
ing position. Auth Electric Co., Inc., 34— 
20 Forty-Fifth St., Long Island City |, N. Y. 


REVERSING SWITCH 


This manually operated, 4-position motor re- 
versing switch rated to |/4 horsepower, 25 
amps., 115 volts, a.c., is available either uni- 
directional or bi-rotary. The switch occu- 
pies only about 6 cubic inches, measuring 
2¥% inches in height, 2'/g inches in width and 
| 13/64 inches in depth. The Hart Manu- 
facturing Co., 110 Bartholomew Ave., 
Hartford, Conn. 
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TERMINAL BLOCK 


This solderless-type molded terminal block 
eliminates the need for wrapping wires 
around studs or applying terminals to wire 
ends, according to manufacturer. Attach. 
ment of wires to block is accomplished by 
tightening screws after insertion of stripped 
wires. Provided with compression-type 
solderless units, each capable of receiving 
wires from No. 16 to 6 AWG, the blocks 
are rated at 35 amperes, 600 volts. They 
are available in 4, 8, and 12 circuit sizes 
Screw-on covers are available for the blocks 
Buchanan Electrical Products Corp., 1290 
Central Ave., Hillside, N. J. 








CABLE 


Featuring a construction that facilitates 
quick stripping, this non-metallic sheathed 


| cable has a 4/64-in. thickness of rubber on 
the tinned copper conductors of the small 
as well as the large sizes. The cable, with 
its special outer covering, is listed by Un- 
| derwriters’ Laboratories, Inc., for 600-volt 
| service. It is available with two or three 


conductors, solid or stranded, with or with- 
out ground wire, in sizes from No. |4 


The amazing “Whiter than White” Abolite finish through No. 4. Triangle Conduit & Cable 


adds a NEW brightness, a NEW efficiency fac- ~ Inc., 1902 Jersey Ave., New Brunswick 


tor to the already popular ABOLITE line of fine 
lighting units. Designed and engineered to pro- & 


vide maximum illumination on working surface 





creas, ABOLITE achieves complete satisfaction 


and top performance— yet all so simply. 


We call it “engineered seeing” because it directs 


“more light where you want it”. 


TELEVISION CONNECTOR 
Write for the ABOLITE catalog—a complete line 


of industrial commercial units for every lighting | Accessory equipment, such as inside and 
purpose. Let us help you—SPECIFY ABOLITE— outside antennas, boosters, matching stubs 
AND GET THE BEST SOLD EXCLUSIVELY matching devices, etc., 


can be connected 
THROUGH ELECTRICAL WHOLESALERS. 


into the television receiver circuit by 
means of this twin line connector. By at- 
taching one of these connectors to each and 
THE JONES METAL PRODUCTS _— Lafayette,O. | 2!! twin leads involved, set owners who em- 


ploy additional inside antennas in order to 


WHITER THAN WHITE | eliminate ghosts and other interferences can 


get any combination of the associated 

| equipment in a matter of seconds, accord- 

("¢ ¥ E ing to the manufacturer. Grayhill, | North 
Pulaski Road, Chicago 24, Ill. 


“Gg . Sh 
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otes from N.E.W.A. 


By Alfred Byers 


Assistant Managing Director and Secretary 


National Electrical Wholesalers Association 





NEW COMMITTEE APPOINTED 


The committee on committees will 
meet this month to appoint the new 
committees of the 
serve during the administration of 
President D. M. Salsbury, who was 
elected at the Cincinnati Convention 
in May and who assumed his official 
office on June Ist. 

All members are urged to partici- 
pate in this outstanding important 
association activity. In order that 
the committee on committees can be 


association to 


given every possible assistance in 
the making of its appointments, 
members are provided with a com- 
mittee preference form. These forms 
enable members to indicate the com- 
mittees on which they most prefer 
to serve and this information is also 
highly valuable to the committee on 
committees in selecting and appoint- 
ing committees which are most rep- 
resentative of the entire membership. 


PROMOTING APPLIANCE 
DIV. MEMBERSHIP 


The special committee on Appli- 


ance Division membership with 
Benjamin Gross as chairman, con- 
sidered ways and means for increas- 
ing membership in the Appliance 
Division of N.E.W.A. at a meeting 
of that committee held at Philadel- 
phia last month. The many activi- 
ties which the association now 
undertakes in the interest of appli- 
ance distribution were felt to be of 
definite value to appliance distribu- 
tors. During the current phase of 
economic readjustment it is ex- 


tremely important to the distribu- 
tor to be fully informed regarding 
developments in the industry. In 
the appliance field particularly, this 
need is considered to be great. 

Sources of information such as 
trade associations are the means of 
dependable information and, in the 
committee’s judgment, N.E.W.A.’s 
many years of service to the elec- 
trical supply and appliance distrib- 
utor has constituted an advantage to 
its members. It is the committee’s 
objective to use every means of 
bringing these facts to the personal 
attention of the leading appliance 
distributors of the country who are 
not at present enjoying these advan- 
tages as members of the association. 
In fact, the support of the entire 
membership of the Appliance Divi- 
sion is being enlisted toward that 
end with the purpose of increasing 
the association’s membership to the 
point of making it even more rep- 
resentative of the appliance distrib- 
uting industry and at the same time 
to make sure that the advantages 
of membership are made available 
to all eligible distributors. 


CONFERENCE BOOTH PROGRAM 
PROVES SUCCESSFUL AT CONVENTION 


The Manufacturer Conference 
sooth Center which was an experi- 
ment at the association’s Forty-first 
Annual Convention at Cincinnati in 
May, proved a more successful one 
than even the most optimistic had 
expected before the convention. 
Foremost in the idea of this Confer- 
ence Booth Center was the objec- 
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tive of making it much easier, than 
had been the case in the past, for 
distributors to locate their manufac- 
turing suppliers at the convention. 
Where a number of hotels are re- 
quired for the housing of members 
and guests attending a convention, 
the problem of making personal con 
tacts is always a difficult one to han- 
dle. The Manufacturer Conference 
sooth Center at Cincinnati cer- 
tainly proved to be the answer. 

Many manufacturers 
pressed by letter or in conversation 
to Managing Director Pyle their en- 
thusiastic approval as a result of 
their Cincinnati experience. Already, 
in fact, a quite sizable number of 
manufacturers 
space at the Conference Booth Cen 
ter to be conducted during the 
Atlantic City Convention next June. 
At that time much more space will 
be utilized at the Convention Hall 
than could be obtained at Cincin- 
nati. By that arrangement, manu- 
facturers will be able to 
booths 10 x 10 or 10 x 20 feet in 
size, as they may prefer. 

The Cincinnati experiment 
provided headquarters 
some first-hand knowledge 
will be employed to advantage in 
completing the details for the At- 
lantic City Manufacturer Confer- 
ence Booth Center. 
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SPECIAL COMMITTEE FORMED 
FOR JUNIOR ACHIEVEMENT 


A young man by the name of Dan 
O’Keefe, as many readers of this 
page will one of 


recall, furnished 


85 





the Cincinnati Convention  higl)- W 


nw lights by his remarkable address Te 
Yo)>) “Understanding Free Enterprise the . 
yr ; Human Way.” Mr. O'Keefe i | 


wv 


s 


Editor-in-Chief of Achievement fon 
{ IG HH i | N G | Magazine, the national publication ten 
| of the fast growing Junior Achieve 


ment Program which is rapidly as 7 


Ws I> Gi RE suming a prominent place in the wa 
Vip | youth activities of the country. bre 
One result of Mr. O’Keefe’s tal! tur 

at the recent convention is the for - 

mation of a Junior Achievement 

Committee of N.E.W.A. ys 

It is expected that the work oj 

| this committee will encourage mem | 
bers in various sections throughout 
the country to interest themselves we 
| actively in sponsoring local junior the 
achievement groups for the purpose 





a 


| of fostering a practical understand rec 
ing of the free enterprise system in rat 
the minds of the youth of their com na 
munities, 


pe 
flu 
W 


le 


(Continued from page 57) 


on the electric companies today, accord 
ing to Mr. Lindseth, “is that of encroach 
ments by the federal government on free fa 
dom of enterprise through extension of 


N @) N = M & T A L L i ( ' the government’s operations in our field th 


of business. 


“Any claim by proponents of public fl 


] power that the federal government must of 
- * extend its operations in the electric sery mn 


ice business because of the inability or 


| unwillingness of our companies to supply 
i | service, is without foundation,” he said ~ 
re Pi ce 


Vmpad With this non-metallic Entrance Light there can be “ 
no unsightly staining of the paint as is so often evi- 
= P dent with the conventional metal fixture. 
escstant Bose is 4-3/4" in diameter for ample coverage of 
the wall opening and outlet box. Impact Resistant 


Ba helite Bokelite globe holder fits ~ 








tl 

any standard 3-1/4” globe. t] 

STRONG Made right and priced ‘ la 
DURABLE right, here is a profitable env Socaets be 


ATTRACTIVE fast moving item for 
Jobbers and Dealers. 
ECONOMICAL pecestacles A DAY OFF for Newark, N. J. 
, - - = wholesalers—Golf and good fellowship " 
Theres Safety a Union mow (ampnaiders were the order of the day at the Essex 01 
i Electrical League’s annual outing. I 
Left to right: J. DeBlock, G. Pier- p 
son of Monarch Electrical Supply Co.; é 
UNION INSULATING co., INC. S. A. Kennedy, Edwards & Co.; M. f 
PARKERSBURG, WEST VIRGINIA DeLeuce and C. F. Frederick of Rut- 


kin Electrical Supply Co. 
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Wholesaling Firm Holds 
Tenth Birthday Party 
BINGHAMTON, N. Y.—The L. & 
kK. Electric Co., electrical 
frm of this city, recently celebrated its 


wholesaling 


tenth birthday by holding a one-day open 
house for its customers and their wives. 

The dawn-to-dusk festivities got under 
way at 6:00 a.m., starting with a buffet 
breakfast, and ended at 9:00 p.m. Fea- 
tures included: A special radio broad- 
cast, emanating from the wholesaling 
house; the presentation of souvenirs and 
door prizes; roving entertainment, and a 
snack bar that was open all day and 
evening. 

In addition, the 
tributed by the L. 


product lines dis- 
& K. Electric Co. 
were on display and were introduced to 
the visitors by factory representatives. 

None of L. & K.’s office, shipping and 
receiving personnel did their routine jobs 
on their firm’s birthday; all were on 
hand to greet and serve the guests. The 
L. & K. Electric Co. is operated by 
partners H. M. Long and H. I. Knicker 
bocker. 


Fluorescent Lamp Life 


Extended To 7500 Hours 
BLOOMFIELD, N. J.—The life ex- 
pectancy of the most popular types of 
fluorescent lamps manufactured by the 
Westinghouse Electric Corp. has been 
lengthened to 7500 hours—equal to four 
years of burning in an average office or 
factory on a 40-hour work week schedule 
according to a recent announcement by 
the Westinghouse Lamp Division here. 
Utilized in kitchen lighting, the new 
fluorescent lamps will average five years 
of burning and the new life rating will 
mean an even longer lamp life for school- 
room applications, it was announced 
Che new rating, which triples the pre 
var figure, was made possible by the 
design of more sturdy electron-emitting 
electrodes and by improvement in manu 
facturing techniques, according to Eugene 
W. Beggs, Westinghouse engineer. 


Lumens Boosted 


Announced simultaneously with the 
extended life rating was an increase in 
the rated quantity of light produced by 
he new fluorescent lamps. The 40-watt 
amp, the size in greatest demand, was 
Hosted 160 lumens to a present value 
2480 lumens. 
With longer-lived lamps, Mr. Beggs 
said, it will be more economically feasible 
office and industrial areas to relamp 
a group basis. Considering mainte- 
stated that it will be 
senerally cheaper to relamp wholesale 


nce costs, he 


every 18 months or so, rather than wait 
for each lamp to run its complete life 
an and then replace individually. 
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Poorloss. Cleciic 


REVERSIBLE ALL-PURPOSE FANS 


Here they are—two volume and profit leaders—Peerless quality 
fans with dozens of commercial and domestic applications—all- 
season, ready-to-plug-in appliances that need no servicing or 


installation. 


TWO SIZES—TWO MODELS 


Peerless WF-30 all-purpose, all- 
metal fan and cabinet is 30” square 
and only 5 4” deep. Tremendous 
air capacity of 4220 CFM high 
speed exhaust and 2500 CFM low 
speed exhaust. Six blades. 


Peerless WF-24 is the same gen- 
eral type as the WF-30 except 
that cabinet is 24” square and the 
fan 4-blade. Air capacity is 3500 
CFM high speed exhaust and 
1800 CFM low speed. 


WFE-30 fans are powered with 1/6 h. p. 
motors; WF-24 with 1/8 h. p. motors. 


Motors are reversible .. . 


thermally pro- 


tected—can’t burn out. 


Now’s the time to get set for real volume on 
these fans. Write for details today. 


THE PEERLESS ELECTRIC COMPANY 


Member Propeller Fan Manufacturers Association 


ESTABLISHED 1893 ¢ WARREN, OHIO 


PEERLESS HAS EXCELLENT TERRITORIES OPEN FOR DISTRIBUTORS AND AGENTS. 


MOTORS ¢ FANS © BLOWERS 
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Wholesaler Buys Building 


& r . 
its _ To Keep Goods Flowing 
n | KINGSTON, N. Y.—The Cant 
Supply Co., electrical wholesaling firm 


NO SPECIAL of this city, has purchased a_builc 


here in order to properly serve its cus- 
SMALL PARTS TO HANDLE tomers during the elimination of a rail 
road crossing, which entails the demol- 
ishing of the company’s present building 
The new building, located at 25-27 : 
29 Dederick Street, and now occupied by 
the Federal Venetian Blind Co., will b 


T h e N ew | used as a temporary office, showroom and 


warehouse by the Canfield Supply ( 


i | The wholesaling firm plans to erect a 
Ss T a R é °4 L | T E s | modern office and showroom on Broad- 
fecbortite ives. way here after the completion of th 
for 150-Watt Par- 


crossing elimination, it was learned. 
38 and R-40 Lamps. 5 Pp Oo Tan d 


Planned Lighting Sales 
FLOODLIGHTING Tool Offered By E.E.I. 


NEW YORK—A new sales tool fo 
STEGER Gy Handy Steberlites are complete weather- use by commercial lighting salesmen, in 
sommmanbon proof units that save labor and wiring costs. | the form of a compact slide viewer with 
4 « ‘ ) 3 f -C ) Ss i *s thic i - 

They are compact, sturdily constructed and | * set of 43 full-color slide which illu 
trate outstanding commercial lighting in- 


completely wired; ready for quick assembly stallations, is being offered by the Edison 


Steberlite Mogul with Silicone and installation—indoors or out. Steberlites | Electric Institute as a part of the in- 
Heat-Proof, Weather-Seal 


Gasket for use with 300- and can be mounted singly, in pairs, or clusters | dustry-wide planned lighting program. 
500-watt lamps. Gasket fits 


around neck where diameter of 3, 4, and >. Two models,—one holder The viewer, small enough to fit in the 

Se ae atta s for 150-watt Par-38 and R-40 lamps—and | Palm of a salesman's hand, can be use 

= neck permitting lamp re- no Bicesl welts aoe Gian beeseceet at any convenient outlet. A eighing only 
| = de a 'aaiak me -- E P 20 ounces, it can be easily carried by the 
and Weather-Seal Gasket, for 300- and 500- salesman and is intended for use on the 

watt lamps. customer’s premises, providing on-th 


spot demonstrations of planned lighting’s 
F | ex i b | e ONLY A FEW PARTS TO STOCK effectiveness as a sales and profit builder 


The set of 43 color slides which ac- 


Low Cost With Steberlites, a few basic units take = company the viewer has been selected 

care of most needs. A small inventory does | to show examples of planned lighting 

a big job. All requirements of general or installations in typical stores, offices, 
‘ é schools and eating establishments. Photos 

supplementary floodlighting can be han- ; asa 

Spot and supple — y . § § q \ of good local lighting jobs can readily 

dled readily—service stations, use — Ots, | be added to the set, and full instructions 

business areas, amusement centers, display for making these additions are 

lighting, and for building entrances. Farms | with the viewer. 

and homes are another big Steberlite mar- 

ket. Write today for full details on the 


interesting, profitable, Steberlite line. 


Units For 


Floodlighting 


furnished 











Sold Through Leading Wholesalers 


Bulletin 120 contains complete 
uy wen of Aduates Bou No. $ 301, data and specifications. Sent 
clusters up to 5 Steberlites can be + ae eae, Wale 
quickly assembled as one unit and ge vy &@ pce _ 
this, in turn, fitted to 11/2" or 2” pipe or your copy y 
or for direct connection to conduit. 





WINNER of the 1949 I.E.S. Gold 
STEBER Medal is Dr. Ward Harrison, retired 
director of the engineering division of 

the General Electric Lamp Depart- 
ment. The official presentation will 

L | G oa T i N G U N l f s take place at the National Technical 
Conference of the Illuminating Engi- 


STEBER MANUFACTURING CO. neering Society at French Lick, Ind., 
Dept. 71, Broadview, Illinois during the week of September 19. 
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THIS is the handsome, new building 
of the Orange County Wholesale Elec- 
tric Co., of Santa Ana, Calif. Santa 
Ana, a city of approximately 50,000, 
in the midst of orange groves, is rapid- 
ly being industrialized together with 
nearby Newport Harbor. Orange 
County Wholesale Electric is operated 
by Glen Evans, Clyde Martin and 
Viola C. Wiesmann. 





A. G. Prangley Elected 
President Of Buchanan 

HILLSIDE, N. J.—Arthur G. Prang- 
ley was elected president of the Buchanan 
Electrical Products Corp. of this city at 
a recent board of directors meeting of 
that company. 

Mr. Prangley, prior to this appoint- 
ment, served as executive vice-president e 
of Buchanan, which is a partially-owned * fie L on g er= L { 4 e 
subsidiary of the Elastic Stop Nut Corp. | _ 
of America. He is vice-president and 





secretary of the latter company and is Pp er fo rm q@ ne e 

a member of the boards of both firms. 
Stephen N. Buchanan, who is the 

founder of the Buchanan Electrical Prod- 





Jefferson Power Circuit Transformers are constructed of heavy gauge 
eit ailb dinthenaien fee tuk toe metal with sturdy mounting brackets and easily accessible wiring 
pany. | compartments for both primary and secondary connections. Conven- 
ient 4” and 34” knockouts help speed up installation and facilitate 
the splicing of connections. Air-cooled, they require no special vaults 
or enclosures. 


ucts Corp., is continuing as director of 


‘ o . " 
Sylvania Electric Forms 
~~ . . ‘ 
Subsidiary In Canada , — 
NEW YORK_A Canad; bsidj With Jefferson Power Circuit Trans- 
NE RK—A Canadian subsidiary ne 
to manufacture fiuorescent lamps and formers providing the it or 230-volt 
other lighting equipment has been formed service, wherever desired, only the 
by Sylvania Electric Products, Inc., ac- higher voltage, lower-cost circuit need 
cording to a recent announcement by be installed throughout the plant. Spec- 
) ; itc > resi a ( f > t “ . ““ ° ” 
Don G. Mitchell, president of the parent ify Jefferson, the “Correctly Designed 
company. i 
eee ‘ a y nt, or for 
To be known as Sylvania Electric | transformer, - oo oe pla —— 
(Canada), Ltd., the new company has your next rewiring job. Transformer 
leased a plant from the city of Drum- Bulletin 461-PCT is yours fortheasking. 
mondville in the Province of Quebec. 


The building is being reconditioned by JEFFERSON ELECTRIC COMPANY ti és , e 


the city to the company’s specifications. 











Bellwood, Illinois Jefferson Transformers are of the dry type 


, d b ted on wall, post, o 
in Canada: Canadian Jefferson Electric Co., Ltd. » to Reger. to monly 115.230 


. _— a 384 Pape Ave., Toronto, Ont. volt current to lights, controls, relays and 
vice-president; William O'Keefe, secre- | ' other small electric equipment. 


tary; and M. F. Balcom, treasurer. 


The officers of the new Canadian firm 
are: F, J. Healy, president ; R. H. Bishop, 


Mr. O’Keefe, who presently is general 
fereman of the Danvers, Mass., plant of _ . 
Sylvania Electric Products, Inc., will Power Circuit 
manage the Canadian plant. Named as 
sales manager, with offices in Montreal, 
was J. C. Hicks, formerly Kansas City, 


Mo., division manager for Sylvania « A N i) F Oo be M e R SS 
Electric. { ; 
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Sangamo Type T Timers 


Small in size, but BIG in Quality; High accu- 
racy at Low Cost all features that you can 
offer when you sell the new Sangamo Interval 
Type Timer. While primarily designed for 
positive attic fan control, these timers are 
suitable for many other applications. 
Sangamo Type T Timers are extremely 
attractive in appearance, may be either wall sinie Mk te Keen Cte 
or switch box mounted, and are fully guaran- S 3 Gn Was Gents Ge. ceniled 
teed and priced right! Bulletin 1070C tells ' iladieealheds. tie ak thins. stim ates of 
ee whose booth is shown at the right of 
this photo. Shown here also are some 
of the 9,000 persons present on the 
first day of the show. Estimated at- 
tendance for three days was 25,000. 


ONE of the 39 exhibitors at the three- 
day All Electric Appliance Show re- 


SANGAMO 
TIME CONTROLS 





G.E. Announces Slimline 
Lamps In Free Supply 
NELA PARK 


lamps are now available in quantity 


Slimline fluorescent 


Sangamo Type $ Time Switches 


You can get more business with these fast-moving, 
precision-built, small sized time switches. Their 
high quality, small size and low cost permit the . 
convenience of automatic control in many new . 
time switch applications. Make extra sales by ig, 1-11 
stocking and pushing Sangamo Type S Time 
Switches. They are available for immediate deliv- 
ery. Bulletin 1053C gives complete information. 
An attractive counter display is available to 
help you sell more Type S Time Switches. Ask 
for this business-getting sales help for your coun- 
ter. Write today. 


all sizes for the first time, the Lamp Ds 
partment of the 
announced here 


clude the 


General Electric ( 


recently. The lamps 

following five sizes: 96-i1 

in diameter; 96-in. and 72 

in diameter; 64-1n. and 42 
¥4-in. in diameter. 

E. Lamp Department also a1 
nounced that the l-in. and %4-in. in dian 
eter Slimline lamps are available for th 
first time in all fluorescent colors. Thess 


include the “five whites”—4500 white 


white, warm tint, daylight, and soft whit 


and the saturated colors used for dec 
orative 


purposes, such as blue, greet 





pink, gold, and red. 
diameter Slimlines are 


five whites.” 





The placing of Slimline lamps in 


The Sangamo Sangamo also “tree supply” category at this time 


Timer is also 
available in a 
portable ‘‘plug- 
in’? type (Type 
TJ), rated at 10 
amperes or \%4 
h.p. at 120 volts 
A. C., for tempo- 
rary appliance 
installations, 


offers a new 


portable ‘‘plug- 
in’’ Time Switch. 
The Type SJ, 
rated 10 amperes 
or 4 h.p., at 120 
volts A. C. Just 
plug it in and it 


goes to work. 


SANGAMON anil 


ELECTRIC COMPANY 


ILLINOIS 


SPRINGFIELD, 


” RNNIVERS, 


iD 





been due to production at the new G. | 
lamp factory at Circleville, 


began ope rations last 


Ohio, whic! 
Decembe r to hel 
meet the demand for this light source, 


was Stated. 


Landers, Frary & Clark 
Announces New Division 

NEW BRITAIN, CONN.—As part 
of a plan to intensify selling effort 
distributors and retailer 
Frary & Clark has completel 
separated its 


through its 
Landers, 
non-electric and _ portabl 
electric appliance headquarters and fiel 
sales organizations and has formed a ne 
Universal portable electric appliance di 
vision, according to a recent announct 


ment by B. C. Neece, vice-president 
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Philadelphia Wholesaler 
Names District Manager 

PHILADELPHIA—The Elliott-Lewis 
Corp., electrical wholesaling firm of this 
ity, has appointed Harold Seltzer as 
Center City district manager, it was 
learned recently. 

Mr. Seltzer was formerly general mer- 
chandise manager for the Good Home 
Stores chain, and prior to that was as- 

iated with a distributing firm. In his 
ew position he will contact accounts for 
Elliott-Lewis’ television, radio, major 


ippliance and air-conditioning lines. 


Lighting Is Emphasized at 
Store Modernization Show 
NEW YORK—Following the pattern 
established at the previous two shows, 
modern lighting and its applications were 
igain a dominant theme at the six-day 
Third International Store Modernization 
Show, recently held here at Grand Cen- 
tral Palace. ' 

One of the featured speakers, James 

Forbes, supervisory engineer of the 
General Electric Lamp Department’s 
New York sales district, stated that 
there is ample evidence that the most 
competitive store is the most creative 
store, and vice versa. In trying to be 
reative in modern merchandising, one of 
the basic fundamentals is modern light- 
ing—lighting which will be a sales help 
rather than a sales obstacle.’ 

As direct proof of the fact that light 
ind lighting are considered more than 
just a means of illumination, Mr. Forbes 
presented the following statistics of cer- 

ed sales increases from planned sales 
ghting : 

Average Sales Gain 
Kind of Store After Re-lighting 
\pparel Shops 21% 
\utomotive Stores 

rug Stores ... x 24% 
Food Stores . eae 20% 

lling Stations a 24% 
imniture- Household-Radio 

stores : ee 
eneral Merchandise Stores. 
Hardware Stores ; 40% 


27 OF 


ewelry stores se , he / 
Another speaker who discussed store 
ghting was Stanley McCandless, pro- 
ssor of lighting at Yale University. He 
clared that “the average cost of light- 
ng may be set at 65 to 75 cents a square 
ot, but if a special effect outsells two 
three times the previous layout, then 
ven two dollars may be practical and 
onomical,” 

Professor McCandless concluded : 
Lighting has become an important ad- 
inct to merchandising. The future de- 
nds upon a complete and sympathetic 
operation between the lighting indus- 


y, the architect, and the store owner.” 





PAT N i HANGING and 
FASTENING DEVICES 
OFFER 3-WAY ADVANTAGES 
FOR YOU 


Known for QUALITY 
and VERSATILITY 


Paine Devices just can't pull loose so it's only 
natural they have become known and 
respected around the trade. Their 
many uses make them a must 
on every job. 


\ 


| 


<> 
Clearly marked q 
packages for 


QUICK HANDLING 


The convenient package sizes and distinct 
markings make Paine products easy to 
handle. You'll spend less time hunt- 
ing for products and more time 
making sales. 


Self-Selling 
MERCHANDISER 


Make use of these conven- 
ient display merchandisers 
and watch your impulse 
sales climb. They take up 
little room on, your counter 
yet are a big addition to 
your selling efforts. 


a 
5 ~~ 
eg we K WRITE for CATALOG 


and NEW PRICES 


The PAINE CO. 2979 Carroll Avenue, Chicago, 


Offices in Principal Cities 
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Catalog No. 8380 


Gleaming White, All-Porcelain 
TOGGLE SWITCH COVER 


fer TILE AND COMPOSITION WALLS 
BATHROOMS 
KITCHENS 
PLAY ROOMS 
LAUNDRIES 
SERVICE AREAS 
HOSPITALS 


For use anywhere and everywhere an attractive 
easily kept clean toggle switch cover is desired. 
Smooth white glaze finish makes cleaning quick, 
effortless. Furnished with two white-head screws. 
Screw heads are recessed when installed and are 
coated with a special white insulating compound. 
See price sheet OB. Prompt shipment. Send in 
your order showing catalog number. 


Porcelain Products, luc. 


FINDLAY, OHIO 





RECENTLY appointed as manager 
of communication equipment sales for 
the Graybar Electric Co. was F. W. 
Dickerson. He was formerly manager 
of telephone sales at Richmond, Va. 
for Graybar, and in his new post will 
act as sponsor for Graybar’s business 
with independent telephone companies. 





Westinghouse Announces 


New Officers And Changes 
The election of three new officers and 
a number of comprehensive executive 
changes were announced recently by the 
Westinghouse Electric Corporation. 

In New York the Westinghouse board 
of directors announced that James H 
Jewell, manager of apparatus sales, and 
John M. McKibbin, assistant to vice 
president and manager of advertising and 
sales promotion, were elected vice-presi 
dents. Herbert P. MacDonald, treasury 
manager in the company’s eastern dis 
trict office in New York City, was 
elected assistant treasurer. He also has 
been appointed credit manager of West 
inghouse and will make his headquarters 
in Pittsburgh. 

From Pittsburgh, Gwilym A. Pric« 
president of Westinghouse, announced a 
number of executive changes designed to 
provide more adequately for the firm’s 
greatly expanded post-war activities and 
new product lines. 

Vice-president L. E. Osborne, primar- 
ily an operations official heretofore, has 
been assigned staff supervision over all 
the company’s mans;facturing activities 
including all matters of production and 
industrial relations. Simultaneously he 
retains operating responsibility for five 
major manufacturing divisions. 

Vice-president James H. Jewell takes 
over staff supervision of all sales and 
marketing on a company-wide basis. 

John K. Hodnette, vice-president and 
head of the transformer division, becomes 
general manager of industrial products 
with headquarters at Pittsburgh. Report 
ing to him will be all operating divisions 
making industrial goods as well as the 
district sales organizations which sell 
these goods. 

John M. McKibbin, recently elected 


vice-president, now is appointed general 


manager of consumer products, with re- 
sponsibility for operation and distribution 
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the appliance division and the home 
division. 
inting out that Westinghouse sales 
me in 10 years has increased from 
$182,461,879 in 1938 to $970,673,847 in 
1948, and average employment has soared 
42,402 in 1938 to approximately 
8000 currently, Mr. Price explained: 
r objectives of these changes are 
marily to simplify the company’s or 
nization structure, to provide more 
plete company-wide staff assistance 
top management and to improve the 
ganization of the company’s ales 


ties ” 


General Cable Corp. 
Opens Newark Branch 
NEW YORK—The General Cable 
Corp. recently opened a new _ branch 
fice at 60 Park Place in Newark, N. J. 
Named as the personnel of the new 
ranch were: M. Sherwood, branch 
ager; W I Wessells, sales engi 
ind salesmen C. E. Thomas. John 


Cheetham and Piet Pieters 


Cutler-Hammer Opens 
Gary Sales Office 
MILWAUKEE—Opening of a sales 


hce at 504 Broadway in Gary, Ind., 


was 
nounced recently by Cutler-Hammer, 

c., to meet the expanding need for its 

tor control and allied electrical appa 
ratus in that area. 

F. J. Burd will manage the Gary office 
sa branch of Cutler-Hammer’s Chicago 
district sales office. H. Kolar, formerly 
with the electrical engineering depart- 

nt of the Carnegie-I[]linois Steel Co.'s 
South Chicago Works, will assist Mr. 
Burd in handling the sales work in this 
broad 


territory. Both men have expe- 


nce in steel mill electrical requirements 


nd applications, 


af * No matter what size or type you specify, you'll find 

; each fitting fits like a glove. Clean threading, smooth 

finish and real locknuts on all connectors mean all Gedney fit- 

tings install quicker and easier . . . assure permanent installa- 

tions that can’t shake loose. For convenience when ordering, the 

‘entire line is included in a carefully arranged, bound catalog. 
Write for your copy today on company letterhead please. 


, IN MORE WAYS 
GEDNEY FITTINGS... FIT | THAN ONE 

CHARLES A. BURTON was recent- 
ly appointed product sales manager of 
the lamp division of Sylvania Electric 
Products, Inc. He was formerly assis- 
tant general sales manager of that 
division. Mr. Burton will make his 


new headquarters at 60 Boston Street, . A COMPLETE LINE OF FITTINGS FOR RIGID CONDUIT, EMT 
Salem, Mass. ae ARMORED CABLE AND NON-METALLIC CABLE 
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Bennan 


Bennan Elected President 


Of Jefferson Electric Co. 

BELLWOOD, ILL.—J. M. (Jim) 
Bennan was recently elected president oj 
the Jefferson Electric Co. of this city at 
that company’s annual stockholders’ meet 
ing. He succeeds James C. Daley, on 
the founders of the firm, who was ap 
pointed chairman of the board. 

Formerly executive vice-president, Mr 
Bennan is a son of John A. Bennan wh 
started the Jefferson Electric Co. in 1914 
with Mr. Daley. He has been with the 
firm for 16 years, beginning as a produ 
tion control clerk and_ subsequently 
acquiring experience in every phase of 
Jefferson Electric’s business. 

Also named to executive posts by the 
Jefferson Electric Co. were: John R 
Ford, as vice-president and general sales 
manager; L. Mauerer, as vice-president 
in charge of engineering; W. S. Minter, 


maintenance costs as treasurer, and V. E. Lee, as secretary. 
...on the “JACKNIFE’?’ HINGE TROFFER* | U.S. Rubber Co. Speeds 


oni Cold Rubber Conversion 
NEW YORK—The United States 


GUTHLITE*! | Rubber Co. recently announced thet it 


has completed, ahead of schedule, th 
With one twist of the ingenious maintenance rod, everything —lamps starters, installation of equipment needed to pro 
reflectors, louvres, ballast and wiring — swings down to your fingertips for | duce its share of synthetic cold rubber at 
ladderless servicing — and pulls maintenance costs right down with them! This | the plant it operates for the government 
exclusive feature of the “Jacknife” Troffer and Guthlite makes upkeep far in Borger, Texas. 
faster, easier, safer — and up to 80% more economical. This plant, reportedly the first to com 





plete the authorized conversion to cold 


You'll find complete details of this | rubber, turned out approximately 3,200,- 
and many other Guth profit-building 000 pounds of cold rubber in May, ac 


cording to J. C. H. Wendes, U. S. 


advancements in our handy new ; 
Rubber’s synthetic rubber operations 


Pocket Catalog 46A-G. Ask for it 


manager. 
today —from 


The Borger plant is stepping up produ 
tion of the superior synthetic to a rate of 
5,600,000 pounds a month—its share of the 
33,600,000 pounds of cold rubber which 
will be produced monthly after October, 
when other synthetic rubber plants wi! 


iGH | ING have completed installation of equipment, 
Mr 


. Wendes stated. 
THE EDWIN F. GUTH COMPANY / ST.LOUIS 3, MISSOURI | ‘\* ‘hat time approximately 60 perce 
~ of all general purpose synthetic rubber 


Le waders wn Lightirg jFrace 19°02 produced will be of the cold type, based 
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current production levels, Mr. Wendes | 


said He explained that cold rubber 
gives 30 percent longer tread wear in 
tires than natural rubber because it is 
made at a temperature of about 41 de- 
grees Fahrenheit instead of the customary 
122 degrees. 

Cold rubber was reportedly first pro- 


duced in large quantities at the ‘plant | 


formerly operated by U. S. Rubber in 
Institute, W. Va. 


Mobile Display Takes 
Fans To Wholesalers 

ST. LOUIS—The G. J. Belter Elec- 
tric Mfg. Co. of this city is taking its 
line of window fans to electrical whole 


salers’ doors in a specially built station | 


wagon, 
The interior of the car, from front 
seat to tail gate, was rebuilt to effective- 


ly demonstrate electric fans. Mounted 


on casters, the fans may be moved into | 


position for inspection from either the 
front seat or rear of the station wagon. 
\ special airplane-type generator, which 
is housed in the car, produces the 115 
volts a.c. required for operating the fans. 

Because of the success of this mobile 
demonstrator, the G. J. Belter Electric 
Mfg. Co. plans to build ten additional 


ones, 


SERVICE 








The Collyer line is quality-built for 
top-quality performance ... rigid manufacturing standards 





bring you wires and cables that work easily and give long- 


THE SHORT WAY 


TO LONG PROFITS! 


CHEF-MASTER’S NEW 
DELUXE HOT DOGGER 


Cat. No. 88 


range dependability. Check your present needs; then check 
with Collyer. Ample stocks here in Pawtucket and in our 
Agent’s Warehouses are ready to serve you at a moment’s 
notice. Let us know your requirements. 


A VALUE-PACKED 
RED HOT AND 
BUN WARMER 


List Price, Incl. 
Fed. Excise Tax, 
F.O.B. Factory 


An eager and ready market awaits the Hot 
Dogger among hotels and restaurants, diners, 
roadside stands, taverns, bowling alleys, 
fountains, and all short-order service estab- 
lishments. 

Designed and built for today's market, with 
polished stainless steel exterior, stainless steel 
racks and pin-point humidity control system. 
Outstanding economy provided by auto- 
matic thermostatic control for current from 
190 to 700 wanis. 


Write for Discounts and Complete 
Information 


GEORGE SYLVAN ELECTRIC 
CORPORATION 





215 West Root St., Chicago 9, Ill. 


COLLYER SALES AGENTS 


*Atclanta 1, Georgia 
*Boston 10, Mass. 
Boston 10, Mass. 


*Chicago 6, Illinois...... 


*Cleveland, Ohio . 

*Dallas 2, Texas 
Detroit 8, Michigan 
*Greensboro, N. C. 


*Los Angeles 13, Cal. 


Louisville 2, Ky....... 
Milwaukee 11, Wis. 


*New Orleans 12, La. 


New York 7, N. Y. 
New York 4, N. Y. 
*Philadelphia 7, Pa. 
Pittsburgh 19, Pa. 

St. Louis 1, Mo. 


*San Francisco 3, Cal...... 


*Seattle 4, Wash. 
*Syracuse, N. Y. 


Fulwiler & Chapman... 
Arthur J. Hurley 

Cc. D. White Co. 

D. S. Davis 

J. G. Kilkenney 


... George E. Anderson Co......... 
.C. W. Bates 
.Fulwiler & Chapman 


Allied Industries, Inc. 


Thomas W. Bullock..................... 


Nathan Bass Co. 
Fulwiler & Chapman 


.Corey Co. 


H. W. Emery Co. 


.W. A. Leiser & Co. 
..Charles R. Norrish Co. 
E. B. Henderson Co............. 


Allied Industries, Inc. 


vee Allied Industries, Inc. 
.W. E. Daw 


*Warebouse Stocks 


vnesene 102 Whitehall St. 


289 Congress St. 


.. 589 Atlantic Ave. 
cus 20 N. Wacker Drive 
..223 Rockefeller Bidg. 
.1903 Griffin St. 


6059 Linwood Ave. 


..1025 Madison Ave. 
.412 Seaton St. 


300 Vaughn Bidg. 
4685 N. Woodburn Str. 
213 S. Front St. 

81 Murray St. 


.125 Broad St. 


1219 Race St. 


__..4 Smithfield Se. 
_710 N. 12th Bivd. 


1135 Harrison St. 


| .532 1st Ave., South 
.. 1155 Oswego Blvd. 
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| Wesco Appoints Smart, 
Gopel and Constable 


FULLMA ) 
NEW YORK— The Westing 
Electric Supply Co. recently anno 


the appointment of the following mi 
Pp R O D U Cc T ” new posts: S. N. Smart, as manage 
Wesco’s Washington, D. C.,_ br: 
R. A. Gopel, as district appliance 
: ager of the South Atlantic district, 
4 FLOOR BOXt Mu ) WIRING SPECIALTIES headquarters at Baltimore; and R 
° : Constable, as district appliance mar 
for the North Pacific district, with hea 
quarters at Seattle 


Succeeding H. C. Lease, who has bee: 


"LATROBE" PRODUCTS — 
CONVENIENT AND PRACTICAL 


assigned special duties at the Washing 
branch, Mr. Smart was formerly Sout 
Atlantic district appliance manager. Pri 


Latrobe’ Floor Boxes and Wiring Specialties are designed to that he served as aviation and ordna 


for quick and easy installation. Each "Latrobe" product is 
constructed of finest materials to perform its job with the 
greatest effectiveness at least cost. 


manager for the Westinghouse Elect: 
Corp. in Washington. Mr. Smart join 
Wesco in 1922 as a salesman at 
Washington branch 

Mr. Gopel was formerly Wesco’s east 
ern district specialties sales manager 
New York City In 1936, after gradu 
ating from the University of Illinois, } 
joined that company’s Newark brane! 
Mr. Gopel served for four years 
the armed forces during World War I] 
and returned to Wesco’s Newark hous 
as division sales promotion manager 
No. 252-R “Latrobe” 1945. 

Two Gang Box 

No. 470 “Bull Dog” sdjustable, watertight ‘‘Latrobe’’ Floor 


08 Receptacle in one section 


Pipe or Conduit Hanger vend cot ; tes Se” de> Gees Glens te 


1 “ i ‘Bull Dog’ grip for hanging ther 2” ADVERTISEMENT 
, or ” ”" and 1” to steel hean 
a” tt arge izes for larger pipe 


I 








No. 110 “Latrobe” No. 284 Nozzle with 
Watertight Box No. 200 Cover Plate 


nd appreved by Underwriter Labora 
Box body with %” round bra This Duplex Receptacle Nozzle is durable and 
No. 208 Receptacle fits tapered practical It is quickly installed and fur 
top nished with %” or %” brass pipe extension 





R. C. KASKA, Sales Manager of Chicago 
Electric Company of Chicago, Illinois, re- 
ports that his firm has joined other electrical 
wholesalers all over America who are now 
selling and stocking Herman Nelson Propel- 
ler Fans. Like others, this aggressive firm has 
discovered that it's profitable 
to sell and stock quality Her- 
man Nelson comfort and 
health products to supply the 
huge industrial, commercial 
and institutional markets. If 
you are interested in the 
profitable Herman Nelson 
Franchise, write now! 


FULLMAN. MANUFACTURING CO. ee 


AN NELSON CORPORATION 
LATROBE . . . PENNSYLVANIA Tae acne noun wane 


Sold Only Through 
Wholesalers. 











No. 150 Box— “Bull Dog” Insulator 
No. 207 Nozzle Supports 


nous Bull Dog Supports can be 
Adjustabl and watertight for use ir oncre yletely trusted for fastening porcelain or 
or wood finished concrete floor eat, co insulators to exposed steel framework 
pact and quickly installed sizes, from 1” 4 


' 
' 
l 
| 
} 
' 
| 
! 
' 
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Cory Corp. Announces 


Price Protection Policy 
CHICAGO—J. W. Alsdorf, president 
the Cory Corp., recently announced 

that in the event of a reduction in retail 

rices on his company’s appliances, Cory 
will give the distributor adequate notice 
such an intended reduction and wil’ 
edit the account of any authorized Cory 

distributor for the amount of such a 

reduction for all merchandise in stock 
irchased within 60 days prior to the 


effective date of such price reduction 


MANUFACTURERS APPOINT 
SALES REPRESENTATIVES 


General Switch Corp., Brooklyn, 
N. Y., recently announced the appoint 
ment of Gene Hagen & Co., St. Louis 6, 
Mo., as its sales agent. Gene Hagen & 
Co, will cover a territory including part 
~ Missouri, western Kentucky, southern 
Illinois and Memphis, Tenn. 

Morton S. Muller, president, General 
Switch Corp., has also announced the ap- 
pointment of Fred E. Searls, Kansas City 
4, Mo., as a sales agent for the company. 
Mr. Searls will represent General Switch 

the territory including western Mis- 
uri, Lowa, Kansas and Nebraska. 


A 


PORCELAIN. 
ENAMELED. 


Yard lights , 
RURAL LIGHTING 


«Sold ‘only thrench 
Wholesalers 


* Menufacturers of 
Lighting Equipment 





“These won't blow down” 


No. 
8972-8974-8976 


* No, 8972 has 12" porcelain enameled reflector 
* No. 8974 has 14" porcelain enameled reflector 
* No. 8976 has 16"' porcelain enameled reflector 


COMPLETELY WIRED AND ASSEMBLED 
For REA Installations 


ELECTRICAL COMPANY 
900-910 W. Yan Buren St., Chicago 7, Ill. 





July, 1949—ELECTRICAL WHOLESALING 


SATISFACTION 


eT ate| 


PERMANENCE 


Yh 
(in 


PORCELAIN RECEPTACLES 


Hart & Hegeman outlet box receptacles are designed and built to give long, trouble- 
free service. Because they’re porcelain, they’re impervious to normal lamp heat, they 
afford excellent insulation and they’re easy to keep clean and attractive. The built-in 
mechanism is sturdy and simple — makes wiring and installation quick and easy. 
Each Hart & Hegeman porcelain receptacle is listed as Standard by Underwriters’ 
Laboratories, Inc. 


PORCELAIN 
PULL RECEPTACLE 
WITH CONVENIENCE OUTLET 


is a durable, attractive unit with built-in outlet 
and shadeholder groove. It’s available in 2 
models: for 344” and for 4” outlet boxes. In 
3 styles: with 7” chain, with chain and 3’ cord 
and with chain and insulator. 


Lampholder 250 Watts, 250 Volts 
Outlet 15A., 125V. or 10A., 250V. 


OUTLET BOX RECEPTACLE 


The basic, porcelain receptacle is available 
with 3%” metal cover, or in weatherproof style 
with wire leads. Complete with cover, these 
receptacles may be had for 3%” or 4” outlet 
boxes. 


660 Watts, 250 Volts 


PORCELAIN 
PULL RECEPTACLE 


2-piece style, with shadeholder ring. It’s avail- 
able in 2 models: for 3%” and 4” outlet boxes. 
Three styles are available: with chain and 3’ 
cord, with 7” chain and insulator or with 7” 
chain. Mounting screw holes are large for 
speed and ease of installation. 


250 Watts, 250 Volts a NOMI 


Write today for catalog data sheets on 

these and other Hart & Hegeman 
Wiring Devices. Address: 

1607 LAUREL STREET 

HARTFORD 6, CONN. 


ARCHITECTS 
THAT KNOW BEST 
SPECIFY 


WIRING _ "ENCLOSED 


HEGEMAN 
DEVICES pre SWITCHES 


THE ARROW-HART & HEGEMAN ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 








Angeles, Calif., has announced the ap.- 
pointment of William C. Welde as 


representative in eastern Pennsylvani 


| Western Insulated Wire Co., 
| 


Delaware, District of Columbia, Virg 
| and Maryland. 

Ward Leonard Electric Co., Mount 
Vernon, N. Y., recently announced 
appointment of Central Station F: 

| neering Co., 2817 Croyden Drive, Tu 
| Ariz., as its representative in the 
of Arizona. 

Viking Air Conditioning Corp., 
Cleveland, Ohio, has announced the 

| pointment of Roger Laubach and Asso 


TYPEGR eae ee eee ciates, 813 North Brauer St., Oklahoma 


Typ *e 4 : Sues SEUES City, Okla., as its sales representative 
ETQ TYPE SR ia ESS 


Address Department G-362 
for further information 
and a copy of 72 page 
“Cannon Plugs for the 
Electric Circuits 

of Industry.” 


in Oklahoma, Kansas, Arkansas and t 
Amarillo, Tex., area. 


OBITUARIES 


B. G. KODJBANOFF 

3asil G. Kodjbanoff, retired vice-presi 
VOLTAGES -AMPERAGES dent and manager of the eastern divisio1 
of the Benjamin Electric Mfg. Co., died 
. . . . » § New York City after a 

SHELLS of Cannon Electric Connectors a a ts "a a 
are variously aluminum alloy, zinc alloy, Mr. Kodjbanoff was born in what is 

and steel to meet the requirements of the now a part of Yugoslavia and came 
application. For instance, a Type AN the United States when he was 16 years 

is aluminum alloy, Type P plug a ae 
is steel or zinc, Type XL zinc or steel. 


INSERTS are of good dielectric material 
to meet the needs of the application; and 
. may be of melamine, Durez, Bakelite, The Only 
© Alkyd, etc. As new and better insulating . PROTECTED 
materials are developed, Cannon : SWITCH 
Electric will have them. 3 AND 
| Ge WALL 
CONTACTS are generally brass, — PLATES 
silver-plated, or copper, and 
milled. Gold-plated contacts are a | CHROME 
available for certain Type DP Connectors. PLATED 


4 


. 
BRASS 
COUPLING means, too, vary with the 


needs of the application: the famous 
“latch-lock” for microphone applications 
in the “P”, “XL” and “O”; AN, K, XK 
and AP have coupling nuts; 
X, TQ, SR, M and DP rely on friction hold. ivORY 
WRINKLED 
‘ wren a « 
“OPENINGS Write for 
CATALOG 
and 
PRICE LIST 


HONER MFG. CO. 
412 S. GREEN ST. CHICAGO 7, ILL. 


—— 
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old. He studied two years at Hamilton 
College and then transferred to Lehigh 


University, where he graduated as a ; oO - P . T Ik m 

mechanical engineer in 1901. ; a it over ee 
After graduation Mr. Kodjbanoff en- ID NCE! 

tered the sales organization of the Holo- | IN CONF b Li 


phane Glass Co. In 1903 he joined the 

Benjamin Electric Mfg. Co. and opened Be : . 

its New York sales office and warehouse. é : The privacy you get on 

He continued to manage th eastern divi a desert island is yours 

sion of Benjamin Electric until his re- oe" . 

tirement in December, 1942. . - when you use a Couch pri- 
Throughout his business career Mr. ® : : vate telephone system. Sys- 

Kodjbanoff was closely identified with * : f 

the progress and growth of the lighting | = j- : tems range trom two-sta- 

and electrical industry. In addition he s ’ : _— tion lines to manual — or 

read and spoke several foreign languages, : S . 8 ‘ 

and during World War II actively as- ~_ = : automatic — switchboard 

sisted the Office of Strategic Services as a installations. 

a translator and in other ways. 





Mr. Kodjbanoff is survived by his wife, 
Florence; a daughter, Mrs. Sylvia Keiser, 


te ais “Mae” teed Whatever your inter-communicating problem, Couch equipment 


Florence and Peter Keiser. At the time | will solve it with quick, dependable and economical service. Talk 
it over in confidence with Couch equipment. 


of his death he lived in Middlebury, Vt. 


PAUL A. LOCKWOOD — See us in Sweet's 
Paul A. Lockwood, New England dis- 
trict manager for Hubbard and Com- ae Catalog or Write 
pany, died on May 7th. He was 50. etl : 
Mr. Lockwood joined Hubbard and ’ for illustrated 
Company in February, 1929, as a sales 3 
engineer in New England. Shortly after- Catalog. 
ward he was made district manager of 
that territory and remained in that ca- 


pacity up to the time of his death. Ss H Cc ‘@) Oo N 

He is survived by his wife, Catherine ; e . U Cc H Cc KA PA ¥, I N Cc . 
a son, Paul, Jr., 18; and two daughters, 
: 18; and two (DEPT. 407-D, NORTH QUINCY 71, MASS. 


. Sara, 16, and 
silos PRIVATE TELEPHONES for HOME and OFFICE . . . HOSPITAL SIGNALING SYSTEMS . . . 
APARTMENT HOUSE TELEPHONES and MAILBOXES .. . FIRE ALARM SYSTEMS for INDUSTRIAL 
PLANTS and PUBLIC BUILDINGS. 





“STEAL THE STREET” 


| (a SWITCH “ON” © REGULARLY 


° I ¥ ey @ AUTOMATICALLY 
| 


d/ i= La . ru. : < SWITCH “OFF’’e ELECTRICALLY 


The New i | 
ALL-WEATHER | : | WITH A FAMOUS TOR K TIME SWITCH 


FLUORESCENTS PLAIN OR ASTRONOMICAL 


Good in Zero Weather : ; 
Tork Clock Time Switches are world re- 
New method of outdoor light- ; ‘ 
ing radiates light in all p Ne | nowned for their dependability and ac- 
directions. These dramatic ‘ ’ “ 
streamlined lights completel . curacy. They require no regular atten- 
9 pletely . | 
dominate any surroundings. : io d ‘lable i | tol 
Visible a mile away. Attract ' | tion, and are available in many electrica 
business like nothing else can. ’ | +a: . 
Wheonenr feiieiaind: alias | capacities for both indoor and outdoor 
lighting modernization pro- use 
grams follow. . 


Post-Lites come in a com- _ There’s a TORK CLOCK for every need. 


plete line for all types of 


outdoor lighting. Well engi- Economically priced from $9 50 
* 








neered, properly built by a Round Post-Lites | d 
38-year-old company. Priced fy17 "npn ote | Send for free literature. 
for popular sale. Mail coupon Lites mount on 


for C i i n a. ner models SPECIAL “ 
or Catalog, prices, discounts. Also other models. | NEW! FEATURES ASTRONOMIC FOLLOW the SUN” 


Ww. . os - » i i . ct ’ 

—————« | 3 30 HOUR SPRING RESERVE. 

Name .. Tae | ) 

Bac i CLOCK CO., Inc. 
. 1 GROVE ST., MOUNT VERNON, N. Y. 
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ASSOCIATION NEW 
BALTIMORE—Fred Leser, Ilg fan 
man and chairman of the Show Ce N 
mittee of the Electrical Manufactur se 
ers Representatives Assn., is now mal liv 
ing plans for the association's 25tl m 
Anniversary Show to be held this Ri 
coming fall at the Shoreham Hotel he 
in Washington, D.( re 
- . 
The association’s Silver Anniversa W 
Golf Tournament and Dinner was held P: 
« ae recently at the Country Club of Mar Ri 
k ‘ a ‘ land, Stevenson Lane, Towson, Maryland 
e ey means %, z ky Five prizes valued at $1,200 were dis 
™ , tributed to the lucky winners rs 
SELLABILITY! 
7 PITTSBURGH—At recent luncheor pe 
meetings of the Electric League 
EASIER TO SELL! Because Stonco- EASIER TO SELL! Because Stonco Pennsylvania, members heard Harri Rt 
Multilight systems are so complete. products are engineered with erector F. Lewis, assistant director, Research t 
150 W. Standerd systems — 150 W. set efficiency. Its universal fittings Bureau of Retail Training, University tit 
sects on Inibiek aemaamctibeen will — "Y combination of light of Pittsburgh, speak on the sub je E: 
500 W. Flood Master systems. Anda ast 8 vaaianaiade “Lost Sales Opportunities in Retail M 
complete line of slip-fitters and vari- Union made — sold exclusively ing”: D. E. Weston, assistant. sales Cl 
ous multiple mounting units. ' , thru qualified wholesalers |} manager, Television Division of the tr 
QW, | General Electric Co. and Donald Stew di 
Se ye). | 3 MANUFACTURING COMPANY | art, manager of Station WDTYV, Pitts te 
| burgh’s Television Station, speak o1 W 
489 Henry Street Elizabeth 4, N. J. | the subject of “Television”; and Leon “ 
| fa 
+ rT 
TIART RR OT |) 
are 


CUTOUT MATERIALS 


Plug Fuse and 
Cartridge Fuse Cutouts 
Plug and Cartridge 
Fuse Entrance Switches 
Battery Switches 
Meter Test Blocks 


HEINEMANN ELECTRIC CO. 


152 Plum Street 
| | Trenton New Jersey 




















Sg A j : SCRU-(TS 


U. S. Patent No. 1.933.555 


FOR INSTANT ALIGNMENT a SOLDERLESS 
: WIRE CONNECTORS 


At last you can get a Fixture Hanger that turns to any angle after being FAST! EFFICIENT! ECONOMICAL! 
screwed to an outlet box. Although base and receptacle remain stationary, 
hanger arms may be turned to align with any preconceived lighting plan. STRIP ENDS! 
Exclusive Friction Ring firmly holds fixture in selected position. Hanger 
screws on to 34" or 4" outlet boxes, no other fastening necessary. Fur- a1 —— 

nished complete with receptacle, two S’ chains, hooks and cord clips. Also 

available with bushed hole only, or with 3 wire solid ground receptacle. a 

All Friction-Set Hangers are approved by the Underwriters’ Laboratories SCREW IT! 
K100 shown above, List Price $1.10 + Write for Bulletins K25, K26 and K27 





THAT'S ALL WITH SCRU-ITS! 


SIMPLET HLECTRIC COMPANY SOLAR FLECTRIC COMMDRATION 


11 Park Place, New YorK 7, New York WARREN PA 
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ard C. Truesdell, vice president, Mar- 
keting, Hotpoint, Inc., Chicago, speak 
on the subject: “The Switch to Elec- 
tric Cooking in the Home.” 


NEW YORK CITY—What the home 
service director contributes to electrical 
living was discussed at a recent dinner 
meeting of the Electrical Women’s 
Round Table, Inc., by the following 
home service directors: Lucy Hanan, 
Consolidated Edison; Eleanor Weise, 
Public Service Elec. & Gas; Marjory 
Wardman, Long Island Lighting; Lois 
Westchester Lighting; and 
3arr, N.J. Power & Light. 


Payne, 
Ruth C. 

Members of EWRT met at Central 
Park’s Tavern-on-the-Green on June 
14 to hold their annual June dinner 
party and election of new officers 


ROCK ISLAND, ILL.—“Low Voltage 
Remote Control Switching” was the 
title of the speech made by H. B. 
Etsinger, sales engineer, Construction 
Materials Dept., General Electric Co., 
Chicago, Ill, to members of the Elec- 
trical Institute of the Tri-Cities. His 
discussion included actual demonstra- 
tions with working displays together 
with specific applications of remote 
control switching in the home, office, 
factory and farm. 


CANDYLBEME LAMPS 


are proved sales boosters 


Always in popular demand for use 
in candelabra, crystal, and pol- 
ished fixtures, feature Candyl- 
beme Lamps for quick sales, and 
steady profits on both bulbs and 
fixtures. For clear, undiffused il- 
lumination recommend Candyl- 
beme, available with either stand- 
ard or candelabra type bases. 
Keep your stock replenished— 
ome is fast. Nationally adver- 
tised, 


NORTH AMERICAN 


Electric Lamp Co. 


for faslening 
ELECTRIC WIRES 


CABLE - PIPE - CONDUIT 
° “BX” CABLE 

* ROMEX CABLE 

+ THIN WALL CONDUIT 

» HEAVY WALL CONDUIT 


e SERVICE ENTRANCE CABLE 
WRITE FOR CATALOGUE #5008 


VICTOR SPECIALTIES 
775 MAIN Sr ROCHELLE, N- Y. 





HI-LAG LINK DESIGN 


. Square ends increase contact areas and maintain low 


resistance without overheating: 


. Wide metal areas in body absorb excessive heat from 
motor starting current and short, heavy surges: 
. Narrow cross members allow for expansion without 


bending: 


. Fusing points open with a minimum of arcing on short 


circuits. 


For dependable time lag and 100% protection — specify 


WARE HI-LAG FUSES. 


Approved by Underwriters. 


Write for “*LOOK INSIDE” Booklet. 


WARE FUSE CORPORATION 





4420 W. LAKE ST. 


CHICAGO 24, ILL. 


"NEW! FEATHER WEIGHT 
SOLDERING IRON 


PATENT 
PENDING 


Now: An iron so light, so well balanced, its 
weight is scarcely noticeable. When customers call 
for an iron for long delicate work where fatigue 


works against quality, HEXACON FEATHER 


HEXACON MODEL 30H. Weight 
5% oz. (less cord). 40, or 60 Watts. 
Both %” and 4” tips furnished. 
Ask for literature on complete line 
of screw tip, plug tip and hatchet 
irons. 


HEXACON ELECTRIC CO. 


146 W. CLAY AVE., ROSELLE PARK, N. J. 
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WEIGHT BANTAM is 
the answer. The new BAN- 
TAM is completely com- 
fortable, more practical than 
a pencil iron and requires 
no transformer. Write for 
prices and discounts, today. 


bee 
t 
* 








ey. 0 
PORCELAIN 


INSULATORS 





| 


| Inc., 6135 W 


Start the 


Te 
and KEEP IT 
RIGHT! 


*S UNIVERSAL 


CLAY PRODUCTS CO. 


1549 EAST FIRST ST. 
SANDUSKY, OHIO 


MORE FACTS 
ON PRODUCTS 


Electrical Lugs and Connectors—The 
Ilsco Copper Tube and Products, Inc., 
Mariemont, Cincinnati 27, Ohio, has 
recently published an 80-page manual 
on electrical lugs and connectors. The 
manual contains actual photographs in 


| color, technical data for use and instal- 


lation, engineering information, dimen 
sions, ampere ratings, wire sizes, etc 
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Fluorescent Lighting—Curtis Lighting 
55th St., Chicago 38, IIl., 
has published a 12-page folder on 
“Trends in Modern Bank Lighting” 
with current examples of flourescent 
installations from leading banks. 


Wircotion  ? ELECTRICAL WHOLESALING 


Lighting—A data sheet, issued by the 
Litecraft Mfg. Co., 135 Rome St., 
Newark 5, N. J., describes and illus 
trates the company’s “Mini-Hi-Hats”’ 
designed especially for the small 75- 
watt reflector lamp 
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£ if £4 1] elirivm bome!h 


when cords 
or plugs fail 
in the pinch! 


For sure contact and 
durability, it's best 
to feature 


Cord Sets. 


APPROVED BY UNDERWRITERS LABORATORIES 


A full line of Flexible Cords 
for the Repair and Service industry, 
obtainable through Jobbers and Distributors 


CORNISH WIRE COMPANY, 


15 Park Row New York 7, N.Y. 











ey) FLUX 
| for = 

SODERING | 
WELDING 
BRAZING 








Inc. 
6701 BRYN MAWR AVE. 
CHICAGO 31, ILL. 








WANTED 
MANUFACTURER’S 
REPRESENTATIVES 


A few desirable territories still open for 
qualified men to represent the Keystone 
Line of Wireways, Elbows, Outlet Boxes 
and other electrical equipment. Every item 
is well made and is priced to meet com- 
petitive market. Here is good opportu- 
nity for energetic sales representative. 


KEYSTONE MANUFACTURING 
COMPANY 
23328 Sherwood Road 
CENTERLINE, MICHIGAN 
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TITCHENER 
T-Type CABLE STAPLE 


Inside dimensions: '/," wide 


x %" long. Designed for use on PVX or 
T-Type Cable. Fits a// types of non-metallic 
sheathed cable—Romex, Braidex, PDX, 
Romefiex, etc. 

Prompt delivery . . . Favorable price. 

There's a big call for these Titchener 
Staples. Order your Stock NOW. Full in- 
formation sent on request. 

Titchener’s complete line of Cable Staples 
includes: 

Romex Staples 
BX (regular & extra-heavy) Staples 

E-Z Drive Romex Staples (Flat-top, round 


shank) 
E-Z Drive BX Staples 


E. H. TITCHENER & CO. 


91 Clinton Street 





Binghamton, N. Y. 
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MACHINE SCREW 


EXPANSION 


ANCHORS 











Install work and 
fasten with stand- 
ard machine 
screw, 


ARRO Machine Screw EXPANSION 
ANCHORS are easy to install and pro- 
vide a dependable anchorage for the 
work in brick, concrete and other solid 
materials. Yet, the work can be dis- 
montied and reassembled at will with- 
out destroying 


construction, best als obtain- 
able, expert workmanship, long life 
service. In sizes from 6-32 screws to 
%” bolts inc. 


maneall 
Bio F 


toms, swos 


ARRO EXPANSION BOLT COMPANY 
MARION, OHIO 





Pole Line Hardware—A 4-page bul- 
letin carries information on _ vertical 
autogaps, a new street lighting brac- 
ket, and one piece—drop forged steel 
corner pins, manufactured by Hubbard 
& Co., 6301 Butler St., Pittsburgh, Pa 
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Pump Control—A recently published 
booklet entitled “Precision Control for 
Pumps” describes the wide range of 
Cutler-Hammer controls for 
commercial and industrial water sys- 
tems. Cutler-Hammer, Inc., 476 N 
12 St., Milwaukee 1, Wisc. 
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Wire and Cable—Asbestos 
cords and fixture wires are pictured 
and described in the January 1949 
catalog issued by the Radix Wire Co., 
2800 E. 55 St., Cleveland 4, Ohio. The 
company’s line of wire has been en- 
larged to include motion picture cable, 
railroad signal and headlight wire and 
rheostat wire. 


flexible 
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Intercommunicating Systems—Bulletin 
4B fully describes the advantages and 
operating features of the code unit 
manufactured by Signal Engineering 
& Mfg. Co., 154 West 14 St., New 
York 11, N. Y. The bulletin also illus- 
trates the component parts with typ- 
ical wiring diagrams 


domestic, 





- 


ctive anchorage. | 
Typical ARRO quality includes: sturdy — 


SALES 
REPRESENTATION 


Michigan & Toledo 
territory 


Firm of Sales Representatives 
will add top staple line. 
RA-9222 


Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, Ill. 














MANUF ACTURER’S 
REPRESENTATIVES 


WANTED 


For insulated wire line in following 
states: New Mexico, Colorado, Arizona, 
Western Penna., Arkansas, Louisiana, 
Mississippi, Tennessee, Alabama, Mon- 
tana, Wyoming, North & South Dakota, 
Indiana. Must be well established 
among wholesaler accounts. 


RW9111 ELECTRICAL WHOLESALING 
330 West 42nd St., New York 18, N. Y. 





| 

















i 
| 
} 
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QUALITY 

VALUE 

LABOR-SAVING 
FEATURES 


TOPS * 


+400 

e T-rated-Plus... 

e Sm-o-o-th, Positive Action 

@ No Arcing — No Pitting — 
No Failures 

¢ Compact—But Strong and 
Mighty 

e Saves 10% Wiring Time 


#300 
e T-Slot Plus... 
© Uniform, Preset Pull 
® Solid, Eye-Appealing, 
Strong 
e Huge Screws—Backed Out 
—Ready 
e Saves 10% Wiring Time 
Meet and surpass REA & 
Federal Specifications 


@ WRITE FOR CATALOGUE 
AND LITERATURE! 


OVER 100 NEW DEVICES 


SLATER 


ELECTRIC & MFG. CO., Inc. 
WOODSIDE, L. !., N. Y. 
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Wherever there’s a 
bathroom, there’s a one- 
room heating problem 
and a potential sale for 
a Thermador Electric 
Heater .. . America’s 
finest! 


THERMADOR 


‘STR’? 
ELECTRIC HEATER 


Provides “head-to-heels” 


rey 


panama | 


aT taistaley 
be bares t 
ads 


et 


th 
eee Ses 


radiant heat instantly, 
safely, economically. 
Easy installation, lifetime 
stainless steel safety grille. 
9” x 48”. Available in 120 


or 230 volts models. 


398% _ $99% 


4 
4 
4 
A 
, 
4 
4 
] 
4 
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LIST 
PRICE 
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| General 





(ea 
THERMADOR &” cw 
“RB” -_ ” 
ELECTRIC HEATER 


Ideal for the bath or 
dressing room where 
space is a factor, the 
““*RB"’ has stainless 
steel safety grille, 
double heating ele- 
ment. 117%” x 19”. 
120 vole models 
from 1000 to 1500 


watts. me 
14°16 
as LIST PRICE 
UNDERWRITERS’ APPROVED 
“Seven Leagues Abead” 
rm THERMADOR 


wei 
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Acme Electric Corp 
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| Arro Expansion Bolt Co 
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